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MODERN MACHINERY 
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Modern farming has gone piggy-back, so } 


This Farm Fleet has a Onie- Man Crew! 


Motomation has reached the farm! 
With a Minneapolis-Moline Uni-Farmor, the farmer commands a self- 
propelled squadron of machines that harvests virtually every crop from a 
single power source. He cuts hay with the Uni-Windrower, bales hay with 
the new Uni-Balor, He turns hay or row crops into silage with the Uni- 
Foragor. He harvests grain, bean, or seed crops with the Uni-Harvestor; 
uni-ricken-snmuen OB picks corn with the Uni-Huskor or picks and shells your corn with the Uni- 
Picker-Sheller. And, all SIX Uni-Farmor machines mount on the same 
Uni-Tractor. One man runs them all! 
Only Minneapolis-Moline builds the Uni-Farmor. It is another of the out- 
standing engineering achievements that have given this 131-year-old company 
> idea leadership in the farm machinery industry. The Uni-Farmor is one more 


enamine ‘Gn reason why thousands of American Farmer-Businessmen look first to MM for 
Pad machines to make farming pay a better profit. 
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HEX HEAD 


CAP SCREWS 


STANDARDIZE ON “NATIONAL”’ 
... for highest fastener quality tet Sree 


Wood Screws 


National maintains rigid quality control throughout the production Machine Screws 
of its most complete line of fasteners. In this way, you are Nuts 

. > > ; y > > > " " > > 

assured of selling fastene rs that are uniform in performance and Gen Secu 

in quality. And, National fasteners come in bright packages .. 
with easy-to-read labels for quick and easy identification. For 


Tapping Screws 


; ; Stove Bolts 
over 60 years, National has maintained a reputation for the dest ™ 
C 0! 
in headed and threaded fasteners. Carriage Bolts 
Lag Bolts 


THE NATIONAL SCREW & MFG. COMPANY , Machine Bolts 


Cleveland 4, Ohio r Pin 
‘ STEEL Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. EXTENDED 
3423 South Garfield Ave. + Los Angeles 22, Cal. ry 


nal 


~~ Valio Fasteners df Hodell Chains 
~. 


& 4 


SOUTHERN HARDWARE is published monthly at 116 E. Crawford St., Dalton. Ga.. by W 
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A new roof for 


Of course you can’t expect a farmer to clim! 


ht Stormproof sheets in mid-winter. But t 


tight 
thinking, planning and reading. Roofs tl 


struction, will get their share of attention. And so, come Springti v f 
| erHlee 


always Carries an adequate stock of St 
BETHLEHEM STEEL COMPANY. BETHLEHEM. PA STEEL 
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A GOOD RESOLUTION 
for Southern hardware dealers 


The progress of the Building Material 
Industry in the Industrial South has been 
phenomenal. From all indications it will con- 
tinue at an accelerated rate, placing the build- 
ing material dealer in a position to profit by 
this growth. 

We, at SSIRCO, are increasing our present 
inventories, adding new lines of merchandise, 
making plans for additional and larger facili- 


ties—all of this to enable you to profit by 
the increased demands of your customers. 
Your wholesaler’s responsibility in such a 
dynamic economy is to be adequately pre- 
pared to meet your every requirement. This 
we must and will do in 1957 and future years 
—for we at SSIRCO have a real stake in your 
future. We'll be glad to show you what we 
can do to help you have a profitable 1957. 


SOUTHERN STATES IRON ROOFING COMPANY 


Serving the building materials industry since 1914 


GENERAL OFFICES: 573 WEST PEACHTREE STREET, N.E. 


° SAVANNAH, GA. 
MEMPHIS, TENN. ® MIAMI, FLA. ® NASHVILLE, TENN. 


BRANCHES: ATLANTA, GA. 


For more information use Handy Return Card, Page 50 
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An All-Season, 
All-Item 
Merchandiser 


. complete with ap- 
propriate, removable 
signs for all selling oc- 
casions and seasons. 


70% of the Pet 


Showcase display area is re 


Electronic 


served for your selection of 
items or lines for daily 
weekly or monthly promo- 
tion. The remaining area ex 
poses big-ticket, high profit 
power tools under guard 
and displays them out in the 
open, where they'll sell in 
volume to build impulse sales 
and profit 
pons iis i. BACK VIEW 


PACKAGE INCLUDES THESE TOOLS: 
2 1440GM %" DRILLS | 200M ORBITAL SANDER 
1 630M 6%" SAW 1 804 ‘o” DRILL 
(other featured merchandise 
selected from dealer's stock 

Complete package contains: new Electronic 
Showcase; the Pet Power Tools that account 
for 80% colorful 
materials! 

The Electronic Showcase was conceived by 
Retailers of Hardware (like yourself) for stores 


of sales merchandising 





like your own. Provides an attractive, atten 


tion-getting area for displaying whatever you 
for complete prices, 


choose. Mail coupon 


terms 


PROTECTED 
AGAINST THEFT | 


signe! system | 


buzzer heord oll , 
rt 


| thet con be 
over the store 

! when ony electr’ 

| ore remove 

1 sour prominently dis-, 

: played power tools 


PORTABLE ELECTRIC TOOLS, INC Dept. SH 12-56 


320 West 83rd Street, Chicago 20, Illinois 


Please send me full details about your new 


Pet Electronic Showcase package 
NAME 
FIRM NAME 


ADDRESS 


For more information use Handy Return Card, Page 50 





Business Picture—As 1956 nears its end the nation’s economy continues on 

a high level. The probability is that 1957 will be about as good, 
with the government holding a restraining hand on inflationary factors. 
A tight money policy has served to curb inflation and will stay in force. 
With "little" wars breaking out abroad, government spending will remain 
high. This means big taxes will be needed to pay costs of government and to 
puncture any build up in inflationary pressures. 


Residential Construction—The outlook for housing in 1957 is causing con- 
cern in some quarters. Tight money policy will cut into building 
volume. In September FHA reported applications for mortgage insurance 
down. In the year’s first 9 months housing starts averaged just over an 
annual rate of 1.1 million homes as against 1.3 million for the 1955 period. 


Consumer Spending—fFor the year's third quarter personal income topped 
527 billion dollars, solidly supporting the near-record rate of 
consumer spending. Total spending for goods and services--the gross 
national product--soared to about 413 billions in the July-September 
period, a jump of 16.2 billions froma year ago. Consumer purchases, 
accounting for most of this increase, were up 9.2 billions from 1955. 


Consumer Credit—Tight credit policy aimed at slowing down consumer 

borrowing has succeeded. Consumer borrowing has tapered off with total 
debt outstanding in September--about 40.1 billions. Installment debt of 
50.7 billions represents only a slight rise in September. In all, new 
installment debt and repayments are close to balance. 


Factory Orders—New orders received by manufacturers were off a bit in 

September, totaling 28.2 billions as compared with 29.1 billions in 
August. At the end of September the backlog of factory orders amounted to 
62.5 billions, an increase of more than 9 billions over a year ago. 


Trading Stamps—Government has taken a long look at trading stamps. Ina 
bulletin published recently, it takes no stand on legality or 

wisdom of stamp plans, merely explains the various aspects. Bulletin is 

available from the Department of Commerce. 


Retail Sales—iIn September, retail sales were about 2% less than in August 
but were equal to a year ago. Improved sales of automobiles offseta 

drop in the volume of business done by furniture and appliance stores 

and by retailers in the lumber, building materials and hardware group. 


Wholesale Sales—sSales by the nation's wholesalers were up 8% in August 
over the previous month and were 9% ahead in the first 8 months of the 

year. In contrast with the national average, sales by hardware whole- 

salers averaged a 1% gain in August and a 7% gain in "56's first 8 months. 
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Good News / 


a Supplex Hose for 
Every Customer 


TIRE-CORD REINFORCED hose in a full range of sizes is the “good 
news” for 1957. Only Supplex gives you the complete quality line— 


...and Transparent and Opaque top quality traffic builders, at com- 
petitive prices, round out the Supplex profit picture for you. 


TIRE-CORD REINFORCED — will not burst—even if left in the hot sun 
under full pressure. Provide your customers with a better hose and 
solve your “returns” problem once and for all. 


The exclusive “Mark of Quality”...Supplex Tire-Cord Reinforced 
Garden Hoses now have bright yellow vinyl sleeves at the couplings— 
another Supplex exclusive. Each sleeve is marked with the hose length 
and the “Supplex” trade-mark —a permanent “Mark of Quality.” 


SPARKLING TRANSPARENT—non-reinforced—two different diameters 
but top Supplex quality. Also opaque low priced traffic builders to 
meet chain store competition, yet backed by the famous “Supplex” name. 


You can’t offer better values ...and we help you sell with big adver- 
tising and promotions that pre-sell your customers. 


Check over the line and order your Supplex Hose stock now. Profit 


THE NEW SUPPLEX LINE 
VISIBLE TIRE-CORD REINFORCED 


Your customers can see it won't burst 


RT-1 7/16” 1.0.—3-Ply 


50 ft. $5.98 retail * 
Also 25 ft. and 75 ft 


O 


RT-5 %e” |. D.—3-Ply 


50 ft. $13.50 retail* 
Also 25 ft., 75 ft. and 200 ft 


RT-3 Yo” 1.0.—3-Ply 
50 ft. $6.95 retail* 
Also 25 ft. and 75 ft 


RT-7 44” 1.0.—3-Ply 
50 ft. $16.98 retail* 
Also 25 ft., 75 ft. and 200 ft 





TIRE-CORD REINFORCED 


Opaque Outer Jacket 


—for professional users 


O 


RS-15 Se” |. D.—3-Ply 
50 ft. $12.98 retails 
Also 25 ft., 75 ft. and 200 ft 


NON-REINFORCED VINYL 
Economica! quality leaders — 
both transparent and opaque. 


oo 


NT-32 406 1.D 
50 ft. $3.98 Suggested Retail 
Also 25 ft. and 500 ft 


O) 


8 at 
NT-33 Yo” 1.0 
50 ft. $6.49 Suggested Retail 
Also 25 ft. and 75 ft. 


with Supplex through 1957. 


O 


RS-17 %4” 1. D.—3-Ply 
50 ft. $15.98 retail* 


NS-41 7/16" 1.0 
50 ft. $3.95 Suggested Retail 


SuppLex Company, Garwood, N. J., Division of American Hard 


Also 25 ft., 75 ft. and 200 ft 


Also 25 ft 


Rubber Company. 





RS-23 Vo” 1.0.—4-Ply 
Packed on Storage Reel 
50 ft. $9.50 retail * 
| i Also 25 ft. and 75 ft 
) * Fair Traded in States where legal 


Look for the AD-DOLLAR 


. 
. 

* in your Supplex car- 
* tons®* pays 100% of 
« your Supplex adver 
- tising up to the 
. dollars” you accu 

mulate 

. 
. 


Except non-reir 


Flexible Sprinkler Spray-Soaker 


Tire-Cord Reinforced 
Garden Hose 
Won't burst even if left 
in hot sun under full 
water pressure. Full 
range sizes and lengths 
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Tire-Cord Reinforced 
Garden Hose 
Packed on Storage Reel 
for easier handling— 
quicker sale. 4-Ply hose 
—tough and burst-proof. 


Non-Reinforced 
Garden Hose 
Finest quality traffic 
builders in Yo” |. D. and 
7/16” 1.0. at real tow 
prices with full profit 

margins. 


Best Seller of All 
Test after test proves 
that dollar for dollar it 
out-performs ali others 


for Deep Watering 
Designed for foundation 
plantings, garden rows, 
etc. Virgin vinyl! tube 
sprays upward to cover 
entire root system 


For more information use Handy Return Card, Page 50 
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Question: In your opinion what can 


= be done to reduce selling expense? 


J. R. Keeling 


Six-Points Hardware Co. 
Corpus Christi, Texas 


IN DISCUSSING ways to reduce 
selling costs, I must, to a large de- 
gree, revert to the admonition of 
the minister who, when chided for 
failure to practice what he 

preached, ad- 

vised, “Do as I 

say, not as I do.” 

I’m sure that 

most hardware 

merchants find, 

as we do, that 

the greatest 

single cost item 

of doing business, aside from actual 

fixed overhead, is the salary of 

employees. And this has become a 

more troublesome factor each year 
since we have been in business. 

We are trying to meet the prob- 
lem of rising employee costs in 
two ways: First, we are going 
more and more to self-service. We 
are adopting it just as fast as we 
can train customers to accept it. 
There are certain lines of course 
that simply cannot be sold except 
by a salesman, and when we find 
that these lines are not carrying 
their share of profit and overhead, 
we are eliminating them and re- 
placing thém with others that lend 
themselves more to self-service. 

Second, we are striving con- 
stantly to increase the volume of 
sales by individual employees. If 
we can increase volume by only 
one thousand dollars a year per 
employee, then we are making 
some headway ‘toward reducing 
selling costs, for -salaries do not 
go up with increased volume, so 
long as customers may be served 
adequately without additional sales 
force. 

Although we have not adopted 
any form of incentive compensa- 


6 


tion for employees, we feel that 
the idea is worth trying and we 
are looking into several incentive 
plans adaptable to the average 
hardware store. 

We believe that an incentive 
plan that will help to increase the 
average sales volume per employ- 
ee will reduce the cost of selling 
but the plan must be one that does 
not stress sales alone, but profit as 
well. Otherwise we could run up 
considerable volume, at the risk of 
loss, without additional profit. 

Summing up, we are striving to 
reduce selling costs by: 

(1) Stepping up self-service. 

(2) Gradually eliminating lines 
that require too much sales effort 
without returning more than 
average profit. 

(3) Increasing the 
sales of employees. 

(4) Seeking a satisfactory incen- 
tive pay program for the hardware 
store. 


per capita 


e 


D. N. Morris 


Missco Implement & Hardware 
Osceola, Arkansas 


REDUCING selling costs, in our 
experience, depends largely upon 
our sales people. We have a 
planned sales program here that is 
aimed toward more sales and 

more profits to 
share with the 
men and women 
in our organiza- 
tion who help us 
to sell. And that 
means all of 
them. From the 
janitor to the 
man who delivers, every employee 
we have is a sales person. 

We don’t label our sales pro- 
gram as a sales cost-reducing plan, 
but that is what it is. More sales 


and more profits at less selling ex- 
pense is the result toward which 
we aim. We do not achieve this by 
pinching salaries or demanding the 
last ounce of energy from the staff, 
but by making more overall profits 
worthwhile to everyone. At the 
end of our fiscal year, each em- 
ployee receives a bonus based on 
the amount of profits we make. 
That automatically makes lower 
selling costs an enthusiasm in 
which we all share. 

One way we reduce ex- 
pense is by giving the right kind 
of sales training to new sales per- 
sonnel. Every new man or woman 
on the floor is required to work 
closely with older employees, who 
are willing and ready at all times 
to assist in the training because we 
are all striving for more sales 
volume. When those ultimate re- 
sults count for everyone at the end 
of the fiscal year, cooperation 
among employees is natural 

After a new employee has been 
with us for several months, we 
give him or her some responsi- 
bility. For instance, if that new 
employee shows special interest in 
electrical appliances, we give him 
the responsibility of keeping ade- 
quate inventories and displays, and 
to put into action any practical 
ideas he has. This plan has worked 
out excellently for us. Now each 
department is represented by 
someone on our sales floor who 
knows that department thorough- 
ly, and who can help any of our 
sales people who need help in that 
line. To illustrate again, we have 
a salesman who knows paints 
thoroughly. He regularly passes on 
information and sales help to other 
staff members, any one of whom 
can sell paints effectively. 

All personnel is interested in 
seeing that every customer who 
comes into the store buys what he 
asks for and often a second or 


sales 
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it’s —it'sa EVEL—it’sa quare—it’sa ape, 


accurate 
unbreakable 


Built-in, accurate, unbreakable level with easy- 

view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 

rule. Sliding end-hook makes inside and out- 

side measurements accurate. a 3] Gs 
Rugged die-cast case with long-life chrome price only ; 

plated finish. shipping weight 2 Ibs. 14 ozs. 


per display box 
of six” 


Made by K & E, makers of instruments of precision since 1867 





[X= | KEUFFEL & ESSER CO. 


HOBOKEN, N. J 








display box of 6 
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third item. We have no rivalry 
among sales personnel, for they all 
work for the share-the-profits dis- 
tribution made at the end of the 
fiscal year. 

We insist that all employees at- 
tend all sales meetings offered by 
jobbers and distributors. Employee 
meetings are usually friendly and 
enthusiastic, often with a social air. 

At the present we are discussing 
and planning a fish fry for mem- 
bers of the staff and their families 
Twice a year we have a gathering 
like this, with the company pay- 
ing the bills. The most enjoyable 
get-together comes at the end of 
our year, when inventory has been 
taken and the profit-sharing checks 
have been distributed. 


Louis W. Berg 


Berg's Hardware 
Bladensburg, Md. 


IN A RISING market where costs 
of both labor and materials have 
gone up, it becomes imperative for 
a dealer to watch his selling ex- 
pense and cut costs wherever pos- 

sible. We  be- 
lieve this is pos- 
sible through 
the standardi- 
zation of pack- 
aging, standard- 
ization of buy- 
ing and custom- 
er self-service. 
The general trend has been to ex- 
tend customer self-service. 

Recognizing this fact, we ar- 
range all merchandise on open dis- 
play where each item can be found 
easily, reached, handled, exam- 
ined for quality of operation and 
for price. With a check-out counter 
near the door where purchases are 
paid for and wrapped, our 50- x 
85-ft. store requires a sales staff of 
no more than four persons through 
most of the year, with additional 
help at peak periods, such as at 
Christmas and in the spring. 

The price-marking of each item 
is just as important in reducing 
selling expense as attractive open 
displays that encourage self-serv- 
ice. Each stick-on, tag or carton 
marking must be clearly and ac- 
curately indicated so that there is 
no loss of a salesman’s time in 
checking and consulting. To con- 





serve sales time further we pre- 
package as much as we can in our 
spare time to avoid measuring and 
weighing with each transaction. 

Take weatherproofing materials 
for example. We have a kit for 98¢ 
that saves us the time of measur- 
ing this off a roll. Instead of 
counting screws out of a box, we 
avoid this waste by having screws 
pre-packaged. 

In the past, turpentine was 
measured by the quart. Today it 
would be difficult to find a dealer 
selling it this way. I am looking 
forward to the time when varsol 
will be pre-packaged. Now bought 
by the drum, it is an item still to 
be worked on that will save a 
dealer’s time further. Many manu- 
facturers are helping the dealer to 
a great extent by pre-packaging 
items. Nails are another item I 
would like to see pre-packaged in 
the course of time. 

We do all pre-packaging in our 
spare time making the hours of 
the salesmen more productive. 

To reduce selling expense, it is 
also important for a dealer to de- 
vise some system to standardize 
buying. If you can arrange some 
procedure that indicates lack of 
merchandise on the shelf or in in- 
ventory, you save store time on 
out-of-stock orders. An entry book 
or a notation on some record sys- 
tem should indicate that stock is 
low or depleted. Reordering then 
becomes just a matter of minutes 
each week. 

Furthermore, records are im- 
portant as time-savers in buying. 
For example, if you have an in- 
ventory of Christmas decorations 
carried over from the previous 
season and know what you sold, 
you not only save time but you 
have a reliable guide in buying for 
the current season. 





Got a Problem? 


Let us know what it is 
and we will try to 
find out how other dealers 


are solving it 











Lon H. Armstrong, Jr. 


Armstrong Hardware Stores 
Knoxville, Tennessee 


THERE ARE various ways, in my 
opinion, that selling expense could 
be reduced. 

Self-service as much as possible 
is one way. To do this, merchan- 

dise should be 
put out and 
should be at- 
tractively  dis- 
played. 

I believe 
hardware stores 
will have _ to 
come to some 

type of self-service more, just like 
chain groceries. Personnel would 
have to be trained, but that would 
not be difficult. A smaller sales 
staff might be possible. In a hard- 
ware store though, where usually 
there is heavy merchandise, com- 
plete self-service would not be ad- 
visable. Demonstrations and sell- 
ing would still be necessary on the 
heavy merchandise. But the small- 
er items on which there can be 
self-service should be kept sepa- 
rate from the others and there 
could be a check-out counter, just 
as in grocery stores, for these 
products. 

In self-service stores, customers 
have more time to browse around 
and select what they want. It 
usually means additional sales. 
Merchandise would have to be de- 
partmentalized for easy selection 
under a self-service system. 

We already prepackage some 
items, such as nails and hinges, 
and we believe that not only helps 
cut expenses, but increases sales. 

Another way is to try to sell 
more on a cash basis, eliminating 
some bookkeeping expense. Cash 
and carry offers help along that 
line. 

Stock control is vital. I believe a 
dealer should buy only what he 
needs, rather than buying too 
much. I would rather turn stock 
more often and reduce selling ex- 
penses. Items kept in stock too 
long, due to overbuying, sometimes 
get damaged or obsolete. 

It would be better to buy what 
is needed, push the sales, and keep 
stock as fresh as possible. 

Some large wholesalers also are 
helping with a budget system. 
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FREE CHRISTMAS RIFLE DISPLAY 
STOPS CUSTOMERS . . . STARTS SALES 


COMES WITH 4 POPULAR REMINGTON 22's 


During the busy season ahead let this colorful Remington 22 


rifle shipper-display take work off your hands and add sales 
to your register. Four fast-selling 22°’s come shipped in 
this bright red-and-green unit. They include two model 514 
bolt-action single-shot rifles, one model 512 bolt-action 
repeater and one model 550 autoloader. Just open this 
completely assembled display . . . stand it up and 
you're ready for business. It’s so compact you can spot it 
any place in the store. Ask your wholesaler for the 
Remington No. 420 rifle assortment and Christmas display 
that costs nothing extra—you pay only for the four rifles. 
Display is 1742” wide, 642” deep, 4442” high. 


» p 
ve y x 


—also free with 
rifle assortment 


Give a 
REMINGTON 22 RIFLE 


The Perfect Gift 
for a Like 


Individual gun- 
stock wraps hove WINDOW BANNER 
space for personal 24," wide, 9%4"" high 
note from the giver. 





this Christmas qe a 
REINO TOM iy wes, 10%" bch REMINGTON FIREARMS IN WINDOWS 
ARE SHOPPER STOPPERS! 


One sure way to get attention for a sales display 
is to feature guns in the show window. Retailers 


These bright red and green extra sales aids find that both shooters and non-shooters are 


are packed with every assortment of the four Remington 22's. strongly attracted by a gun display. Capitalize 
They let you do a complete job of merchandising throughout the on this interest. Show Remington firearms all 
store—from show window to point of purchase year round in vour windows. 
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Phoenix Names Gosselin 
Executive Vice-President 


PHOENIX Manufacturing Co. of 
Joliet, Ill., has named John W. 
Gosselin executive vice-president. 


John W. Gosselin 


Gosselin will have direct super- 
vision of the company’s five oper- 
ating divisions — Horseshoe Prod- 
ucts, Steel Mill, Rubber Products, 
Rubber Seal, and Forging. 

He was graduated from Yale 
University in February 1949 and 
has been with Phoenix since that 
time. 


° 


Red Devil Tools Buys 
Hook Scraper Company 


AS A MAJOR feature of its cur- 
rent expansion program, Red Devil 
Tools announced recently’ the 
acquisition of Hook Scraper Manu- 
facturing Co., Queens Village, N. 
Z. 

Red Devil is one of the world’s 
largest manufacturers of painter 
and glazier tools, and also makes 
other hardware specialties and a 
wide line of floor conditioning ma- 
chines. Hook Scraper has been one 
of the leading manufacturers of 
a wide variety of high quality 
scraper tools since 1927. 

Red Devil recently opened a 
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large manufacturing plant in 
Union, N. J. The company’s head- 
quarters and sales office, former- 
ly at Irvington, N. J., now also 
are located in the new plant. Man- 
ufacturing painter’s and glazier’s 
tools and other products since 1872, 
the company also has plants in 
Chicago, Ill., and Bloomfield, N. J. 
Sales offices are located in Rich- 
mond, Va., Los Angeles and San 
Francisco, Calif., Dallas, Texas, and 
St. Louis, Mo. 


e 


Lamson & Sessions Names 
Executive Appointees 


THE BOARD of directors of The 
Lamson & Sessions Co., Cleveland, 
Ohio, has announced the appoint- 
ment of Robert G. Patterson as 
assistant to the president and the 
election of James G. Rayburn as 
vice-president and general sales 
manager. 

Patterson joined the company in 
1935 as manager of distributor 
sales. He later became the mer- 
chandising director, and in 1943, 


R. G. Patterson J. G. Rayburn 


was named general sales manage! 
He became a member of the board 
of directors in 1945, and was e- 
lected vice-president and general 
sales manager in 1948. 

Rayburn was elected by the di- 
rectors to succeed Patterson as 
vice-president and general sales 
manager. During his 11 years with 
the company, he has served as 
sales representative, merchandis- 
ing director, and general 
manager. He has been a directo: 
of the company since 1954 


sales 


F. W. Heitmann Co. Opens New Plant 








An electric hoist lowers part of the first carload of steel to be received 

at F. W. Heitmann Co.'s new plant and warehouse in Houston, Tex. The 

92-year-old wholesale company was scheduled to move to its new location 

in November. Officials here are, left to right: Robert F. Strange, vice- 

president and general manager; Fred W. Heitmann, vice-president and 
director of purchasing; and G. E. Ploeger, president 
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The man from Reynolds 
gives you Do-It-Yourself 
Christmas project patterns 
and display material FREE! 








REYNOLDS po-it:toureo# ALUMINU 


promotes an “aluminum” Christmas 


24” x 39" DISPLAY PIECE PROMOTES 
FREE PROJECT PATTERNS ——> 


Reynolds Do-It-Yourself Aluminum will 
be an even bigger item this Christmas. 
Free Christmas project patterns Nos. 23 
and 26 are being promoted to your cus- 
tomers through advertising with the local 
impact of Parade, This Week and other 


Sunday magazines in your newspapers. 
No. 23. Christma 


Ask the man from Reynolds for details 
iV Telelil-t-m- tale, 


on this sure-fire Christmas promotion. 
Get your free project patterns. Tie-in with 
the striking displays and window stream- 
ers. Build and display sample projectsa 
Promote Reynolds Aluminum with power 
tool gifts. This promises to be a big Christ- 
man season for aluminum. And Reynolds 
Do-It-Yourself Aluminum leads the way. 
The man from Reynolds will give you this 
free promotional material. All you do is 
ask —or write Reynolds Metals Company, 
2468 South Third Street, Louisville 1, Ky. 


REYNOLDS 
Do-it-Yourself 


ALUMINUM 


See ‘CIRCUS BOY"', Reynolds new dramatic series, Sundays, NBC-TV 
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Bi area 


Evans Rule Appoints New 
Sales Representative 


THE FRY-HOLBROOK Co. of At- 
lanta, Ga., has been appointed a 
sales representative of Evans Rule 
Co, in the Southeast, D. W. Gold- 
man, Evans vice-president in 
charge of sales, announced recent- 
ly. 


Holbrook 


According to Goldman, the new 
representative’s territory includes 
Georgia, North Carolina, South 
Carolina, and Tennessee east of 
Nashville. It also includes Florida, 
west of and including, Tallahassee. 
Fry-Holbrook wil] sell the full line 
of Evans White Tapes. 

+ 


Keen Moves to Larger 
Kansas City Plant 


HARRY ADREME, president of the 
Keen Manufacturing Co., Inc., 
Kansas City, Mo., announced the 
moving of their plant to much 
larger headquarters on September 
15. The new plant location is at 
1006 East 22nd St., in Kansas City, 
consisting of an additional 20,000 
square feet. 

Adreme stated that enlarged fa- 
cilities will enable the company 
better to meet production require- 
ments. He further stated that the 
new plant has the latest in equip- 
ment and is engineered for high 
production efficiency. At the same 
time it was announced that Ivan 
Sutton has been elected executive 
vice-president and genera] man- 
ager. He has been associated with 
the lawn mower industry for many 
years. 
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Sutton stated that the 1957 line 
of Keen-Mow power mowers uses 
permanent mold bases plus “a new 
approach to the instant adjustable 
handle bar.” An added develop- 
ment is the hi-alloy, knife steel 
blades with long-life efficient cut- 
ting edges. 

The new plant is now in opera- 
tion and shipments ave being made 
to old and established customers 
throughout the country. 

* 


Gorton Joins Executive 
Staff of Wooster Rubber 


Ep H. Gorton, formerly general 
sales manager of The Washburn 
Co., Worcester, Mass., has joined 
the executive staff of The Wooste! 
Rubber Co., Wooster, Ohio, as as- 
sistant to the vice-president in 
charge of sales. 

Announcement of Gorton’s af- 
filiation with Wooster Rubber was 
made by James R. Caldwell, com- 
pany president. Gorton will serve 
in an executive counseling capacity 
for James K. Buckwalter, vice- 
president in charge of sales. 


Affiliated with The Washburn 
Co. for more than 20 
and currently serving as a direc- 
tor of the National Housewares 
Manufacturers Association, Gorton 


years, 


Ed H. Gorton 


brings wide experience in all 
phases of housewares merchandis- 
ing to the Wooster Rubber organi- 
zation. 

He is a graduate of Williams 


Coilege, Williamstown, Mass 


Duke of Windsor Meets Molly 


The Duke of Windsor examines a Molly screw anchor run up on a demonstration 
block while R. M. Forsberg, right, Molly Corp. sales manager, explains its prin- 
ciple to the Duke's aide, G. Benjamin Tampole, at the National Hardware Show 
in New York. Partially hidden at extreme left is Show President Charies Snitow 
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Just in time for the big gift season--- 


NEW PYREX CRADLED AND 
DECORATOR CASSEROLES! 


These high-profit items will 
help boost your holiday sales! 


1% qt. white PYREX 
Casserole with brass 
plated cradle, $2.95 


gift packed. e Your customers will really go for these 
smart, new PYREX Casseroles—because 
they’re so good to own and so good to give! 


e In addition, each one of these handsome 
casseroles is beautifully gift-packed, ready to 
go. So be sure to order plenty for display and 
stock of the new Cradled Casseroles shown 
Casserole with brass here, and the new oval-shaped Decorator 


plated cover, cradle and 


candle warmer, $5.95, . . , > , 
gift packed. Casseroles shown below. 


New oval shaped PYREX New oval shaped PYREX New oval shaped PYREX New oval shaped PYREX 
Decorator Casserole is white Decorator Casserole is pink Decorator Casserole is tur- Decorator Casserole is char- 


with turquorse snowflake pat- with white daisy pattern. 1% quoise with white snowflake oal with white snow?ake 
tern. 1Y% qt., $2.95—2% qt. qt., $2.95—2% qt., $3.95 pattern. 1% qt, $2.95— pattern % qt, $2.%- 
$3.95 2% qt, $3.95 2% at., $3.95 


Actual figures prove your PYREX ware 
investment works twice as hard for you! 


The figures ore the 

2ges in these nine ty pu 
@s found in 

nore! operation 


December full-color ads push PYREX for gifts! 
e@ These are the leading national magazines that will 
carry the “PYREX ware for gifts” story to your customers 
in December. So put PYREX ware “up front” in your 
store, and watch those extra profits roll in! 








CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, COM, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, WN. Y. “PYREX" is a registered trademart c Glass rh rning, N. ¥ 
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Trade Show Held by 
Walter H. Allen Co. 


THE WALTER H. Allen Co., Inc., 
Dallas, Texas, held its annual 
stockholder dealer’s meeting and 
merchandise show September 10- 
11 in Dallas. More than 150 manu- 
facturers participated in the ex- 
hibit. 

President Walter H. Allen re- 
ported that the company’s sales 
and net profits for the year end- 
ing July 31 were the largest in its 
22-year history. Allen attributed 
much of this increase to the pro- 
gram of consumer sales promotion 
which was inaugurated last year 

In addition to the four seasonal 
catalogs and broadsides, the com- 
pany prepared a toy and gift cata- 
log for dealers who wish to use 
such a catalog in the fall and holi- 
days seasons. 

At the conclusion of the mer- 
chandise exhibit, the afternoon was 
devoted to a business session in 
which dealers were advised of 
merchandising plans for the com- 
ing year. 


° 


Advertising Executives 
Promoted by Shakespeare 


TWO EXECUTIVE promotions were 
announced recently by C. W. Da- 
vis, vice-president in charge of ad- 
vertising and sales of the Shakes- 
peare Co., Kalamazoo, Mich. John 
R. Sides, formerly advertising 
manager, becomes Davis’ new ad- 
ministrative assistant, and Thomas 
F. Bubin has been appointed ad- 


John R. Sides 





(Continued from page 12) 


Shown above is part of the crowd attending the two-day merchandise exhibit 
held by the Walter H. Allen Co., recently in Dallas, Tex. 


vertising according to 
Davis. 

Sides will be responsible for co- 
ordinating Shakespeare fishing 
line production and sales. He will 
supervise scheduling of line pro- 
duction of the Soo Valley Co., a 
manufacturing subsidiary in Co- 
lumbia, S. C. 

A member of the advertising de- 
partment for the past eight years, 
Bubin will be directly responsible 
for the company’s advertising and 
sales promotion plans. 

Sides, who joined Shakespeare 
in 1952, is a native of Wellesley 
Hill’, Mass. He attended Bowdoin 
College, Me., and held executive 
positions in Boston before coming 
to Shakespeare 

Bubin was born in Flint, Mich., 
attended Flint Junior College, the 
University of Michigan, and was 
graduated from Western Michigan 
College. 


manager, 


Dover Stamping Names 
New Southeastern Rep 


Dover Stamping Co., Fall River, 


Mass., announces the appointment 
of Verl Giesler & Co., Atlanta, 
Georgia, as sales representative to 
handle its line of galvanized ware 
in the states of Georgia, Alabama, 
Tennessee, North and South Caro- 
lina. 


Phil Peterson to Head 
J.R. Clark Advertising 


THe J. R. CLARK Co., Spring 
Park, Minn., manufacturers of the 
Rid-Jid line of ironing tables, lad- 
ders, and clothes racks, has ap- 
pointed Phil Peterson as advertis- 
ing and sales promotion manager 
He succeeds Glenn Hovde who was 
named district manager. 

Peterson has been in advertising 
and sales promotion for over six 
years. His past experience includes 
promotional duties with Northrop 
King and Co. Archer-Daniels- 
Midland Co., and Shopmaster, Inc 
He attended the University of 
Pennsylvania and was graduated 
from the University of Minnesota 


Phil Peterson 
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Helps you cower wire shoppers wile cask pales 


COLUMBIAN’S 
Complote cordact LINE 


A Rope or Twine for Every Need 


es relate! motor 
Farmers need 
sloli is MelsleMele. 1-1) 


need power-mower 


broadest line in the field 

Yolo lsle Mal ilela-ter Mille) a1 

ure you're carrying a well 
that will satisfy every prospect 
because you have 

a elgelitimelile| 


customers 


Columbian PURE MANILA and RADIUM SISAL Rope 


Hundreds of Uses in Industry, on the Farm, in the Home 


HANDY COLPACK CARTONS 
Easiest way to store, dis 
relish Mane lale Malelale. Mn aets) 
Attractive carton dis 
penses rope through hole 
n¢top. Rope stays clean 
compact and neatly 
siled. Displays well on 
nter at edhi reli ileteti 
carton sizes: 25, 50 

r 100 Ibs. Rope dia 

algeltle la) 


100 FT. CONNECTED COILS 


2 to 7 connected 
911 el Tel tale llale| on 

diameter, in each 
lisplay carton. Rope sizes 


rough 


COLUMBIAN ROPE COMPANY 


Auburn ‘The Cordage City,”’ N.Y. 


_ —— 


x | cee 
3 ( 


1S THE PERFECT TIME TO FEATURE THESE 
DISPLAYS FOR BOATING ENTHUSIASTS! 


Colombian’s Exclusive “Stabilizing” Process Prevents 
_Untwisting, Less of Shape or “Fluffing” of Syntheric Fibres. 


“STABILIZED” NYLON 

YACHT ROPE 

Pure, white and silky. 

Highest tensile strength 

available. Easy to handle 

«.. wet or dry, Naturally = - 
water, decay and abra- 2Se cs 

sion resistant. Counter 

display box dispenses 25 

or 50° connected coils. Sizes: 4", %” and '4”. Also 
sold in any size on reels of 600° and 1200’. 





“STABILIZED” POLYETHYLENE = 
WATER-SKI ROPE — 
Always floats. Easy to re- 

trieve. Stays clear of pro- ~ =. 
pellers. Resilience absorbs —_, > 
starting shocks. Breaking cs 7 
strength approx. 900 Ibs. , iq 
75’ of “%” diameter 


_ polyethylene rope, in- 


cluding singie or double handles, in individual dis- 
play boxes, (Six boxes in master shipping carton). 


“STABILIZED” NYLON 

MOTOR STARTER ROPES 

Strong, dependable rope 

for starting outboards, in- 

board air-cooled motors, 

power mowers and sows, 

chain saws and farm 

equipment. Columbian 

“Stabilized” Nylon starter 

rope is 42” long, %" diameter, complete with round 
hardwood handles attached. Packed in individual 
cellophane bags. (12 to each display card). 


THE ROPE WITH THE RED WHITE AND BLUE MARKERS 


> WY 


a 


Z rope | 


TWINES 7 


PA 


\ ae ce 


as — TeaoFt a 
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Earl B. Roberts Dies 
in Gadsden, Alabama 


EARL B. ROBERTS, associated 
with Gadsden Hardware Co., 
Gadsden, Ala., for about 50 years, 
died suddenly on November 1. 

Widely-known in the industry, 
Mr. Roberts, for the past 25 or 30 
years had served as purchasing 
agent for the company. 


+ 


NHMA's Largest Show 
Planned for January 


THE LARGEST housewares show in 
the industry’s history will make 
Chicago the housewares capital of 
the world during the week of 
January 17-24, 1957. 

A record-breaking number of 
exhibitors for the 26th National 
Housewares Exhibit to be held at 
Navy Pier and the adjacent Drill 
Hall is announced by Dolph Zapfel, 
secretary of the National House- 
wares Manufacturers Association. 

“A total of 726 exhibitors—100 
more than last January’s NHMA 
show—will display more house- 
wares and appliances than have 
ever been brought together at any 
trade show,” Zapfel announced. 

He predicted that total items 
will exceed the 100,000 shown in 
the 1956 Atlantic City exhibit 
which set a summer show record. 
Exhibits will occupy 350,000 
square feet of floor space in the 
Navy Pier and Drill Hall. 

“The additional displays were 
made possible by revamping our 
use of Navy Pier exhibit space to 
permit additional island booths. 
The new floor plan permits free 
traffic flow to all exhibits and will 
give buyers greater selectivity of 
merchandise,” Zapfel said. 

NHMA also announced several 
improved services for buyers. 

Pre-show preparation and dis- 
tribution of admittance badges will 
speed buyers into the exhibit 
areas on both the Navy Pier and in 
the adjacent Drill Hail. 

NHMA also will provide free 
special bus service operating fre- 
quently between Loop and near- 
north-side hotels and the show site 

Busses to the NHMA Exhibit 
will leave frequently between 8:00 


16 


(Continued from page 14) 


a.m. and 10:30 a.m. each day from 
the Congress, Hilton, Palmer 
House, Morrison, LaSalle, Sher- 
man, and Bismarck hotels in the 
Loop. Frequent return trips will be 
scheduled between 4:30 p.m. and 
6:30 p.m. Similar service will be 
made available for those staying at 
hotels on Chicago’s near-north 
side. 
we 


North & Judd Elects 
Two Vice-Presidents 


FREDERICK L. Morrow, president 
of North & Judd Manufacturing Sohn A. Merete 
Co., New Britain, Conn., announces 
the election of Ivan L. Smith as 
vice-president and general sales 
manager of the New Britain Di- 
vision, and of John A. Morris as 
vice-president and general sales 
manager of the Wilcox-Crittenden 
Division. 

Smith was formerly general 
sales manager of all products man- 
ufactured in the New Britain 
plants. He is a native of New 
Britain and has been with the 
company since 1946. : 

Morris was formerly general 
sales manager of the Wilcox-Crit- 
tenden Division. A native of Mari- 
etta, Ohio, he joined the company 
in 1945. Ivan L. Smith 


Vacation Winners Leave for Nassau 


Mr. and Mrs. L. E. Bergstrom, owners of the Laurent Hardware Co., of 

Victoria, Texas, leave for a seven-day vacation in Nassau. The trip was 

given as a door prize at the Fourth Annual Houston Gift and Housewares 

Show. J. D. Bryan, Jr., of Peden Iron & Steel Co., special events chairman 
of the show, is on hand for their departure 
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VISIT J&L 


AT THE 


HOUSEWARES SHOW 
AT 
NAVY PIER, CHICAGO 


Booths 497 and 499 














WARE gives you faster turnover 
..and increased profits, too 





Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 
STEEL CORPORATION / " , Bs 4. 
Container Division [é¥¥~ | Fst A —— + ‘ 


A 
406 Lexington Avenue * New York 17, N. Y. a - : - a ae F ti f 
Galvanized Ware Plants: Toleds, Ohio and Atlanta, Georgie ; es “ey et NA 
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Vos Heads Yale & Towne's 
Southwestern Region 


ALBERT VOs has been appointed 
southwestern regional manage! 
for the Yale Lock and Hardware 
Division of The Yale & Towne 
Manufacturing Co., White Plains, 
N. Y., James D. Young, general 
sales manager, announces. 


Albert Vos 


Vos, who first joined Yale & 
Towne in 1935, brings to his new 
managerial post more than 20 
years of experience in lock and 
hardware sales. He has worked 
with hardware dealers in all of the 
37 states east of the Rocky Moun- 
tains. He served in Yale & Towne’s 
contract hardware department at 
the division’s central sales office. 
For 10 years, Vos, as a territory 
salesman, used Kansas City as his 
base of operations. In 1948 he was 
transferred to Detroit when he was 
named manager of sales to the 
automotive industry. From 1950 
to the time of his new appointment, 
Vos was a manufacturers’ repre- 
sentative serving a large part of 
the Southwest. 

In his new position as Yale & 
Towne’s southwestern regional 
manager, Vos is supervising all 
sales activities in a 12-state area 
which includes all of Texas, Okla- 
homa, Arkansas, Missouri, Kansas, 
Nebraska, Colorado, Wyoming, 
New Mexico, and parts of Louisi- 
ana, Iowa and Illinois. 

Born in Holland, Vos came to 
the United States with his family 
in 1920 and attended public schools 


(Continued from page 16) 


in Seattle, Washington. He re- 
sides in Dallas, Texas. 


+. 


Gale Products Announces 
Two Sales Appointments 


HAROLD L. Bourdon, vice-presi- 
dent and head of the Gale Prod- 
ucts Division of Outboard Marine 
Corp., Galesburg, Ill., has an- 
nounced the appointment of Frank 
S. Fenton to the position of sales 
and advertising director of the di- 
vision. 

Fenton’s new position will place 
him in charge of the sales and ad- 
vertising of chain saws in addition 
to outboard motors and accessories 
manufactured by the division. 

At the same time, Fenton an- 
nounced the appointment of Sam 
C. Spink to the position of sales 
manager. 

In Spink’s new capacity, he will 
supervise the sales program of 
Buccaneer outboard motors and 
Bo’sun accessories. 


+ 


Harailton Metal Appoints 
General Sales Manager 
THE APPOINTMENT of William F. 


Babcock to the position of general 
sales manager, Hamilton Metal 


Products Co., Hamilton, Ohio, is 
announced by Myron Piker, vice- 
president. 

Prior to joining Hamilton, Bab- 
cock served as president, Liberty 
Marketing Corp. and vice-presi- 
dent and sales manager, Lib- 
erty Steel Chest Corp., from 


William F. Babcock 


1949 to the present. From 1952 to 
1956, he also served as president, 
Adco Liberty Corp., and vice- 
president of Liberty National Corp. 
He is a graduate of the Univer- 
sity of Pittsburgh and was for- 
merly with Schenley Distillers as 
division sales manager and with 
the Pepsi-Cola Metropolitan Bot- 
tling Co. as general manager. 


Tapatco Holds Sales Conference 


IA“FAL~O0 


FAG 


Sales, advertising, production, and management personnel of The Amer- 
ican Pad & Textile Co., attending the recent sales conference in Greenfield, 
Ohio, included: standing, |. to r.: A. Prein, J. Mitchell, R. Kerr, F. T. Wile, 
P. Githens, B. Abbott, R. L. Marloff, advertising agent; H. Miller, D. Worth- 
ington, J. Lewark, H. Younghans, A. Brackman, D. Blazer, L. Horan, P. 
Gessner, B. Logan. Seated: J. LeBlanc, L. Frawley, D. Hindes, F. R. Marlier, 
board chairman; H. Marc, president; N. Herrold, H. Hall, C. L. Jamison 
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The Famous 


BURNS £//2 WRE TENSION SCREENS 


One of the hottest products that ever left a dealer's 
shelf. Every Burns Screen is packaged individually 
— it's easy to display, easy to install, easy to store, 


and, above all, easy to sell. 





eeeeece 





ssssss: 249 Spring Street, S. W. 


Atlanta, Georgia 


Phone 
JAckson 5-4514 


— 


NOW! A Spiral Nail 


for less than the cost 
of a common nail 


Jones & Laughlin introduces the new threaded-to-the-head 
“ARDOX” spiral nail to American markets. This superior nail, 
with all the advantages of extra holding power, ease of driving, 
and less splitting actually costs less than the familiar, smooth, 
straight-shank nail. 

These established advantages are made possible by a major 
development in spiral nail-making technique, utilizing J&L quality, 
higher carbon steel. 

Write for complete information on how ““ARDOX” spiral nails 
can improve your operations and cut your 
costs. Write to the Jones & Laughlin Steel 
Corporation, Dept. 441, Pittsburgh 30, Pa. we en. an ae 
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POUNDS TO BREAK JOINT 






































INCREASED HOLDING POWER 


Jones & Laughli 
es ug in The “ARDOX” full spiral shank nail develops up to 


STEEL CORPORATION: PITTSBURGH twice the holding power of equivalent common aails 


STE t i . .. gives you stronger, longer-lasting construction. 
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This comparison of properties shows 
advantages of ‘‘ARDOX’’ spiral nails 
over one size of common nails only, 
2%” x 10% (8d). Other comparisons 
will show similar advantages over 
all sizes of equivalent common nails. 


The ‘ARDOX”’ 
Spiral Nail 


—, 


Comparison of Properties 


NAIL SIZE 
AND TYPE 


Immediate 
8d Common Nail 


100% 


8d Standard “ARDOX” 
~ Spiral Nail 


1A907 
43% 


Holding Power 
in Soft Woods 


After 


Note 1. These figures based on wood at 12%%-189% m 


Note 2. Withdrawal speed, 2” per minute, 


Approximate 


% more 
“ARDOX" 
spiral 
nails 
per |b, 


Relative 
force 
required 
to drive 


Number 
of nails 
per Ib. 


30 days 

















EASIER DRIVING 


Despite its greater holding power, the “ARDOX” 
spiral nail actually requires jess driving force. It 
speeds construction, reduces operator fatigue 
Laboratory and field tests prove that “ARDOX” 
spiral nails are as much as 30% easier to drive. 
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COMMON | 
NAILS 


“ARDOX" 
NAILS 





LESS SPLITTING 


The “ARDOX” spiral nail turns like a screw when 
driven . . . threads its way into the wood with 
minimum fiber damage. The stiffer shank of the 
“ARDOX” spiral nail, with less bulk of metal 
greatly reduces the tendency to split the wood 


For more information use Handy Return Card, Page 50 


COST SAVIN 


“ARDOX” full spiral nails, because the greater 
count per pound results in lower cost per nail, cost 
less per job than equivalent common nails. Addi 
tional cost savings result from lower transporta 
costs, reduced handling and storage charges 


tor 


2\ 
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When You keep in-stock 
on R-W door hardware 


... WATCH SALES SOAR! 


No question about it... you 
can’t sell what you don’t have. 
But with a Richards- Wilcox cata- 
log at hand—you possess a com- 
prehensive, ready reference to 
help you keep in-stock on the 
fastest selling door hardware 
items in the R-W line. 

Not only does this compact 
catalog contain all the necessary 


NAIL DOWN 


Send For 
Your 


FREE 


CATALOG 
A-91-LP 


TODAY! 


Studding sockets 
track door hangers ® 


single and double straight sliding doors 
operators for residential & industrial doors @ 


a oie 





technical information—it also 
includes features, prices, sizes to 
help you give concrete answers 
to customers’ ‘‘most asked’’ 
questions. 

Help yourself to a bigger share 
of door hardware sales! Write 
now for your free, illustrated 
R-W Door Hardware Catalog 
A-91-LP. 


SURE SALES WITH THE 


R-W HARDWARE LINE 


Garage door hardware ® Garage, factory and warehouse hinges @ 
Door latches and bow handles @ 
® Silver Streak house door hangers @ 
Barn Door hangers ® 


Door binders & stay rollers 
Trolley 
Hardware sets for 
@ R-W Aut-O-Dor electric 
R-W fire doors 


Richards-Wilcox Mfg. Co. 


ee a ee i. ee DOOA,A 


THAT 


SLIDES 


Branches in Principal Cities 


R-W No. 999 
Overhead Garage Door Hardware 


is @ top quality set constructed of 
premium moteriais, including all 
accessories. You con sell this set 
with the assurance of complete cus- 
tomer satisfaction. 


R-W No. 262 
Stee! Studding Sockets 


ore the modern way to secure stud- 
ding in farm, garage, and other 
structures built over concrete floors 
or foundations. Stops split or shrunk- 
en sills; helps buildings stay stronger 
yeors longer. 


\ 


R-W No. 1019 
Silver Streak 
House 
Door Hangers 


ore all-steel, single-wheel, precision 
ball bearing adjustable hangers for 
sliding closet or cabinet doors 
weighing up to 100 Ibs. The finest 
vanishing door hardwere available 
~~. the stondard of quolity instead 
of price. 


R-W No. 20-2 
Trolley Track 
Door Hangers 


give efficient, de- 
pendable action 
on sliding doors 
weighing up te 
300 ibs. Hongers 
adjust vertically 


or loterally for perfect installation 


on born, gorege or worehouse 
doors up to 2%" thick 


R-W 
Avt-O-Dor 


Electric Operators for Residential 
and Industrial Doors hove attained 
universal acceptance because of 
their adaptability, dependability, 
durability. Sovings on heat, con- 
ditioned oir and labor soon pay 
for the initial investment. 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & EQUIPMENT 


336 W. THIRD STREET, AURORA, ILLINOIS e INDUSTRIAL CONVEYORS & CRANES @© DOOR OPERATORS @ SCHOOL WARDROBES & PARTITIONS 
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Easier TO CUT 


Wm. McClenaghan of Bryn Mawr (Pa 

Hardware is one of 28 out of 30 dealers 
who picked L*O-F window glass as easiest 
to cut in the ‘“‘blindfold’’ test. Mz 

McClenaghan test-cut four well-know: 
unidentified brands of single-strength win- 
dow glass. After 

each, here’s what he sai 

window glass 

**There’s 

cut on f 

the glass 10 splinterin: 


at all.” 


Easier TO SELL 


This L°O-F lab 
wherever it is 

it IS appearing 
advertising alone! 
pears it adds to tl 
ence for L‘O'F 


means taster, casi 


Kasver 
TO MERCHANDISE 


This 3 x 15 
sticker re¢ 

get new window 
panes. Get one no 
Owens’ Ford 
**Glass 

WG-49. For fu 
Dept. 7 
Company, 

4. Ohio 


LIBBEY-OWENS-FORD © the easy-to-cut WINDOW GLASS fs ' 


eG 


—-—_ 
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Pennsylvania Lawn Mower 
Has New Regional Head 


ARNOLD J. Townsend has been 
appointed to the position of re- 
gional manager, covering the At- 
lanta, Ga., and Houston, Texas dis- 
tricts for the Pennsylvania Lawn 
Mower Division, American Chain 
& Cable Co., Inc., Exeter, Pa. 


Arnold J. Townsend 


Townsend joined the Pennsyl- 
vania Lawn Mower Division in 
August 1955 and served as a sales 
representative for upper New York 
and eastern Canada. Prior to his 
ACCO affiliation, he was with 
Beacon Steel Products Co., Tioga 
Mills, and the Ralston Purina Co. 
in the capacity of manufacturers’ 
representative. He is a graduate 
of the Agricultural School, Uni- 
versity State of New York. 


* 


Herman T. Biar Forms 
Manufacturers’ Agency 


HERMAN T. Briar of Dallas, Tex- 
as, announces his recent resigna- 
tion as vice-president and general 
manager of The Schoellkopf Co., 
Dallas, and his intention of serving 
the hardware industry as a manu- 
facturers’ agent. 

Biar became a part of The Scho- 
ellkopf Co. when this firm bought 
the Spencer Co., in 1926. He be- 
came vice president and general 
manager in 1946, with supervision 
over all departments— hardware, 
automotive, major appliances and 
the manufacture of automobile seat 
covers and gun cases. 
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(Continued from page 18) 


It is now his intention of repre- 
senting manufacturers in the four 
southwestern states of Texas, Ok- 
lahoma, Arkansas and Louisiana 
on lines selling through wholesal- 
ers in the hardware, automotive 
and appliance fields. 

“Although I am negotiating on 
several lines, I have not tied my- 
self up with any, but shall be ready 
to go before the turn of the year,” 
Biar said. 

“T shall limit myself to the lines 
I take on so as to give manufactur- 
ers complete coverage and, as soon 
as necessary, I shall associate my- 
self with capable personnel. Right 
now I am open for consideration of 
any good lines and will appreciate 
very much any suggestions and 
help that I may receive from my 
many friends.” 

In a recent reorganization at 
Schoellkopf, Biar’s duties were as- 
sumed by George H. Norsworthy, 
president. 

+ 


Western Tool & Stamping 
Appoints Ken Bridges 


WESTERN Tool & Stamping Co., 
Des Moines, Iowa, producer of 
power mowers, announces the ap- 
pointment of Ken Bridges as dis- 
trict sales manager for the Homko 
and Certified brands in the state 
of Florida. 


Ken Bridges 


For the past two years, Bridges 
represented Railey-Milam, Inc., of 
Miami, and for eight years preced- 
ing that traveled for Hibbard- 
Spencer-Bartlett & Co., of Evans- 
ton, Ill. 

o 


S. & S. Sales to Handle 
Doo-Klip Lawn Tools 


LEWIS Engineering and Manu- 
facturing Co., Alliance, Ohio, has 
appointed the S. & S. Sales Co., 
2526 Oakland Ave., Dallas 15, Tex- 
as as its representative in Texas, 
Oklahoma, Arkansas, and Louisi- 
ana to handle its line of Doo-Klip 
lawn tools. 





Stratton & Terstegge Holds Sales Meeting 





Stratton & Terstegge Co. featured merchandising ideas for cutlery at 
its Southern Division sales meeting held in Birmingham, Ala. Twenty-one 
salesmen were in attendance. Officials of the Louisville, Ky., wholesale 
company and manufacturers’ representatives present included, seated, left 
to right: Arthur Koch, sales promotion manager; Al Crowe, cutlery buyer; 
L. E. Peters, credit manager; A. J. Carson, general sales manager; James 
Sanders, Southern Division sales manager; Alfred Berg, Schmidt-Ziegler 
Co.; Kess Forrester, Huffy Manufacturing Co. 
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A FILE FOR EVERY’ PURPOSE 
..BY BLACK DIAMOND 


Black Diamond makes exactly the right 
file for every chain saw need— 
and your customers know about it through 


extensive and hard-hitting advertising. 


NOT SHOWN: 


Lozenge Chain Saw file, which is pre- The 887 Chain Saw file has two bevels 
ferred by some filers for sharpening hooded- and the 565D has four bevels. Both are de- 
type chain saw teeth. signed for Oregon Chain Saw teeth. 


Square Chain Saw file, which permits Mill Bastard file is often used for low- 
two cutting surfaces of the chain saw teeth ering depth gages. The 8" file is the most 


to be filed simultaneously. popular size. 


Be sure to stock — and display — all of Black Diamond Chain Saw files. 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND SS 


In Canada: Nicholson File Company of Canada Ltd. Port Hope, Ontario 


BLACK DIAMOND FILES 
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Power Products Appoints 
Head for New Division 


P. BYRNE TERHORST has joined 
Power Products Corp., Grafton, 
Wis., as vice-president in charge 
of a newly-formed operating di- 
vision, R. T. Lueloff, president, 
announces. 


P. Byrne Terhorst 


For the past three years Ter- 
horst has been works manager of 
the Grantley plant of the York 





CONVENTION DATES 





Alabama Retail Hardware Association 
—Convention and exhibit, Coli- 
seum, Montgomery, Feb. 10-12, 1957. 
Headquarters: Hotels Whitley and 
Jefferson Davis. Charles Giles, Sec- 
retary, 409 N. 23rd St., Birmingham. 


Arkansas Retail Hardware Association 
—Convention and exhibit, Robinson 
Auditorium, Little Rock, Feb. 17-18, 
1957. J. Wayne Tisdale, Executive 
Secretary, 908 Rector Building, Little 
Rock. 


Hardware Association of the Carolinas 
—Convention and exhibit, Radio Cen- 
ter, Charlotte, N. C., Feb. 19-21, 1957. 
Headquarters, Hotel Charlotte. Martin 
Kaelke, Secretary, P. O. Box 6215, 
Charlotte, N. C. 


Fiorida Retail Hardware Association— 
Georgia Retail Hardware Association 
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Corp. at York, Pa. A native of In- 
diana, he is an engineering grad- 
uate of Rose Polytechnic Institute 
at Terre Haute, Ind. 

* 


Representative Changes 
Announced by Paine Co. 


CHANGES in sales representation 
are announced by The Paine Co., 
Addison, Ill.. manufacturers of a 
complete line of fastening and 
hanging devices. 

John Grant, associated with the 
Robert L. Hazlip Co., Kansas City, 
Kansas, handles the entire Paine 
line. He covers all of Kansas and 
Missouri and the northeastern por- 
tion of Oklahoma. 

W. L. Thurman, Charlotte, N. C., 
will handle Paine’s complete line 
in the territory including North 
and South Carolina, and Virginia 

7. 


Mitchell to Head Sales 
of Disston Division 


FRANK A. MITCHELL has been 
named general sales manager for 
Henry Disston Division, H. K. Por- 
ter Co., Inc., according to an an- 


—Joint convention and exhibit at 
George Washington Hotel, Jackson- 
ville, Fla., March 17-19, 1957. W. W. 
Howell, Executive Manager, 1649 
Plant Ave., Waycross, Ga 


Kentucky Retail Hardware Association 
—Convention and exhibit at Ken- 
tucky Hotel, Louisville, Feb, 19-21, 
1957, Edward H. Keiley, Secretary, 
501 Republic Building, Louisville 2, 
Ky. 


Mississippi Retail Hardware Associa- 
tion—Convention and exhibit at 
Heidelburg Hotel, Jackson, Feb. 24-25, 
1957. David O. Mansfield, Secretary, 
P. O. Box 1696, Jackson, Miss, 


Missouri Retail Hardware Association 
—Convention and exhibit at Jeffer- 
son Hotel, St. Louis, Feb. 14-16, 1957. 
Harry F. Scherer, Executive Secre- 
tary, 2340 Hampton St., St. Louis 10, 
Mo. 


Tennessee Retail Hardware Association 
Convention and exhibit at Hotel 


Frank A. Mitchell 


nouncement by Eugene Salinger, 
division vice-president and general 
manager. 

Mitchell will supervise the sales 
activities of Disston Division’s 
hardware, industrial, and export 
departments throughout the world. 

Prior to joining Disston, Mitch- 
ell was director of marketing at 
York-Shippley, Inc. Previous to 
that he was general sales manager 
of the appliance division of Servel 
Inc., and national sales manager 
of Fedders-Quigan Corp., Buffalo 
N. Y 


Chisca, Memphis, Jan. 27-29, 1957. 
Morris Jones, Secretary, P. O. Box 
784, Nashville, Tennessee 


Texas Hardware & Implement Associa- 
tion—Convention and exhibit, Sham- 
rock Hotel, Houston, Jan. 27-30, 1957 
Ray M. Souder, Executive Director, 
1108 Gibraltar Life Bldg., Dallas, 2 


Tri-State Hardwcre & Implement As- 
sociation—Convention at Herring 
Hotel, Amarillo, Texas, Feb. 10-12, 
1957. R. B. Allen, Executive Secre- 
tary, 1408 4th Ave., Canyon, Texas. 


Virginia Retail Hardware Association 
—Convention and exhibit at Hotel 
Roanoke, Roanoke, Va., Feb. 10-12, 
1957. George T. Omohundro, Jr., 
Secretary, Scottsville, Va 


West Virginia Herdware Association 
—Convention and exhibit at Daniel 
Boone Hotel, Charleston, Feb. 17-19, 
1957. James C. Fielding, Managing 
Director, 1628 McCiung St., Charles- 
ton 1 
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SOUTH BEND 127, 
croquet line whibiter 
wins enthusiastic jobber- inwily —the nation’s 
dealer acceptance! You 


housewares and appliance 


New, up-to-the-minute styling . vibrant new 
colors and the same famous South Bend quality 
are your big assurance of fast, easy impulse sales 
for °57. Exclusive, new wood-metal racks afford 


better display... greater strength! Lighter a , a. 
weight means freight savings. Fourteen models House wares hou ti the 
— $5.00 to $35.00. Let South Bend help make 


*57 vour greatest year! Write for new full-color h istory of the industry! 


catalog and complete details right away! 
th 


NHMA 


Contact your jobber 


a tii 


neem | Janvary 17-24, 1957 


East-—Julius Levenson, 7 East 17th Screet, 
New York, New York 


Midwest —South Bend Toy Mfg. Co., ’ * NAVY PIER plus 


South Bend, Indiana 


South—Louis Williams & Co.,3rd National o. 624/57 

Bank Building, Nashville, Tennessee DRILL HALL 
Denver & Pacific N.W. -Leo Scherrer, 
2840 W. 94rd Screet, Seattle 7, Washington 

California & S$.W Anderson Sales Company, aie tele) 
2330 West Third St., Los Angeles $7, Calif 


buyers—to the biggest 








Canada — Standard Cycle Products, Toronto 


Export—R. J. Kaufman, Inc., 1170 Broadway Toe, 
(== 


N. Y., Cable —- RUKAUF, New York 


aaa 
at NATIONAL HOUSEWARES 


SOUTH BEND TOY | MANUFACTURERS ASSOCIATION 
1140 mnacearnee MART CHICAGO 54, itt. 
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“Saves me 25% in 
warehouse space!” 














“Easy to display 
and sell from.” 














“Easy to handle 
and weatherproof!” 








IN THE HANDY NAIL CADDY 








All types, sizes and finishes of top-quality DixisreeL Nails come 
“The top makes a to you in the handy Drxisteet Nail Caddy—the specially de- 
jim dandy tote box.” signed, reinforced fiberboard container that has taken the place 





of old-fashioned wooden kegs! 





Now when you order Drxisteet Nails you get the latest 
thing in modern packaging—a package that is easier to handle, 
store, use and display. In a nutshell, a package that is more 
profitable for everyone—from the wholesaler right on down to 

CARPENTER the man who swings a hammer. 

Order, stock, display DixisTEEL Nails in the Dixisteet Nail 

Caddy—the best thing that has happened to nails in 100 years. 


MAKERS OF 


SINCE 1901 
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Southern 


HARDWARE 


en oe) 


Tapping the farm market for 


DECEMBER 
1956 
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By S. W. Ellis 


Big Sales of Power Tools 


Davis prepares to demonstrate power tool to customer 
in his permanent power tool department. Below, he 
points out the advantages of a portable saw to farmer 


I A TOWN of 6,000 population, 
where Saturday is the busiest 
day and where most workers ob- 
serve a long work week, an 
Arkansas hardware dealer points 
to his power tool department as one 
of the most profitable. There are 
few hobbyists in this small town to 
create a market for power tools, 
but this dealer has increased sales 
of the line by tapping a source of 
volume seldom cultivated — the 
farmer. 

Ursell Davis, vice-president of 
the Smith-Vaughan Hardware Co., 
Searcy, Arkansas, claims the pow- 
er tool department as his special 
“pet.” Having made himself ef- 
ficient in the use and the servicing 


of power tools, he 
usually waits on cus- 
tomers interested in 
the line and plans all 
promotions and dilis- 
plays. 

“Time-saving for 
the man who builds 
brooder houses and 
animal sheds is ou! 
talking point for 
power tools,” this 
youthful president of 
the Arkansas Retail 
Hardware Dealers 
Association states 
“When I can show 
such a prospect that 
he can saw a two-by- 
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four with almost no effort when he 
uses a portable power saw, I! 
usually sell that prospect before 
he leaves the store.” 

Most of the power tool selling is 
done in the store, where excellent 
lisplays are relied upon to attract 
attention. The power tool depart 
ment, surrounded by accessories 
hand tools, and paints, occupies a 
large section of the store just be- 

nd the entrance 

We use display to catch the 
ospect’s eye when he enters,” 
Davis said. “A display stand of 
power saws, priced from $29.95 to 


ioe 


[a 





Along with power tools, associated items are displayed and promoted 
vigorously, Displeys are arranged for customer shopping convenience 


$125, is always where it can be 
seen, reminding a customer who 
must build and repair regularly 
that he wastes time using the old 
hand saw.” 

Many times a day, Davis demon- 
strates a portable power saw. This 
is the tool that often starts a farm- 
er’s workshop—the workshop that 
is seldom used as a hobby, but as 
a work-saving part of his opera- 
tion. 

“People have to be on a 40-hour 
week to go in for hobby tools,” he 
pointed out. “The harder our pros- 
pects work at their job, the more 
urgent is their need for power 
tools. Practically every farmer in 
our area needs a_ seven-inch 
power saw.” 

Davis has done some creative 
selling to turn carpenters to using 
time-saving tools. Knowing many 
of the professional carpenters in 
his area, he keeps in touch with 
construction jobs. Whenever he 
discovers a carpenter working on a 
job with a hand saw when he 
needs a power saw, he takes a 
power saw to the site of construc- 
tion and shows the carpenter how 
to use it. “If I have picked my 
prospect, I know that I probably 
will sell the saw on the spot. 
Seventy-five percent of these pros- 
pects do buy the saws.” 

Davis emphasizes the importance 
of having someone in charge of 
power tools who knows them 
thoroughly. Most prospects have 
never used them, and must be 
taught. 

When a farmer is a prospect for 
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power tools, Davis always in- 
quires about the electrical wiring 
available at the farm, and what 
additional wiring will be needed 
for using the power tools. He 
makes sure that his customer 


equips his premises with a wire 
large enough to take care of the 
power load. Most farmers do their 


own simple wiring on barns and 
brooder houses, but do need some 
instruction concerning the running 
of a weatherproof wire from house 
to barn or brooder. Davis sells 
wiring supplies to them, and often 
passes out simple instructions for 


such jobs that do not require the 
services of an electrician. 

The $2,000 stock of power tools 
kept on display in the store every 
month of the year consists of all 
power belt and vibrator models 
needed for the home workshop. In 
a compact space on the floor are 
shown table saws and routers, 
scroll saws, band saws, drill 
presses, accessories, an excellent 
showing of power hand saws, and 
a good display of motors. 

Sometimes, when displays or 
promotions in other departments 
require more space than usual, the 
power tool department must be re- 
arranged and scattered about 
somewhat. Racks of power saws 
and motors have to be wheeled 
away from the department, but 
they are never hidden from view. 
No matter what other promotions 
are in progress, a full power tool 
display is maintained. 

Along with the power tools, as- 
sociated items are displayed and 
pushed vigorously. When the paint 
department was moved from a 
dark corner of the store to a 
prominent center-of-the-store spot 
adjacent to the power tools, paint 
volume increased immediately. 
Large color cards shown promi- 
nently in the power tool and the 
hand tool departments call atten- 
tion to paints that will be needed 
for the job created by tools. 

(Continued on page 45) 


Paint volume increased when placed near the tool department. Farm 
customers are convinced that the store can fill their complete needs 
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ance. A deposit of 10 percent is re- 
quired, with the minimum deposit 
set at $10. About 50 percent of the 
guns priced over $50 are bought on 
credit. Only a small number of 
guns priced under this amount are 
sold on the time payment plan. 

Simms points out that Yeatman’s 
carries ammunition made by two 
prominent arms companies. He be- 
lieves further that hunting clothes 
in both canvas and wool, and shoes 
in leather and rubber, are essen- 
tial products in a gun dealer’s in- 
ventory. It makes it possible for a 
hunter to be outfitted fully before 
he leaves the shop. Furthermore, 
guns and related hunting items 
each stimulate the sale of the 
other 

“If you have the gun a custome: 
wants, you will sell him right down 
the line on other merchandise 
cartridges, hunting clothes, and 

(Continued on page 45) 


For Added Gun Sales-- 


| ges AND other hunting equip- - " 
ment account for sizable vol- This dealer stocks a complete inventory 


ume in the sporting goods depart- 
ment at Yeatman’s in Arlington, . “ 
Virginia. B. R. Simms, department backed by an effective credit program 
manager, credits the volume chief- 
ly to a wide selection of guns and 
to a good credit plan. . : 
By carrying every model in By Beatrice Miller 
virtually each length, choke and 
gauge, a dealer can be assured that 
no customer will be turned away 
nor any sales lost due to inade- 
quate inventory, Simms empha- 
sizes 
Yeatman’s begins a season with 
a gun inventory of from $6,000 to 
$7,000 to supply a six weeks’ trade. 
Re-orders are placed after this as 
is necessary. 
“A time payment plan is an im- 
portant factor in doing a success- 
ful job in selling guns. It is our 
answer to combatting the discount 
house. All credit paper is handled 
by a financing company for us,” 
Simms stated, adding that credit 
has helped Yeatman’s hold on to 
its gun volume despite its near- 
ness to Washington where there 
are no fair trade laws. 
Yeatman’s time payment plan 
usually is handled over a period of 
a year at the usual carrying charge Prepared to supply cll of the hunter's needs, Manager Simms helps cus- 
of 10 percent on the unpaid bal- tomer select a gun, then interests him in a quality hunting jacket 
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sales volume up appreciably and with 
operational efficiency showing a definite 
improvement, this dealer puts his stamp of 
approval on the present self-service trend 


By David Markstein 


New Orleans store checks results of 


A Year of Self-Service 


Gas VOLUME is up by an esti- 
mated 20 percent. Operational 
efficiency in every phase of hard- 
ware retailing—housekeeping, re- 
ceiving, inventory maintenance, 
delivery—has been increased ma- 


terially. Pilferage is not 10 per- 
cent of what it was formerly. 
There are no mistakes made with 
money. Employees have more 
time for service activities such as 
customer assistance and making 


As the lady browses through the store, she is attracted particularly to 
the displays of giftwares and housewares, and often buys on impulse 
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shoppers enjoy buying. The store’s 
appearance has been improved ap- 
preciably. Lastly, the potential of 
sales-per-employee has been lifted 
to a new ceiling. 

Those are the happy results 
which have been realized by 
Campo Hardware, of New Orleans, 
Louisiana, since completion of a 
gradual changeover to self-service. 

“It all began early last sum- 
mer,” John Campo, co-owner, 
stated. “Every time I attended a 
gathering of hardware men, it 
seemed to me I'd hear more and 
more about the coming trend to 
self-service. Finally, I discussed it 
with my brothers and we decided 
to give this thing a try—a good 
one. 

“First, we set out to learn what 
results others had found, the prob- 
lems they encountered, the ideas 
they worked out for overcoming 
those problems. We discovered lit- 
tle in hardware dealers’ experi- 
ence, however—the idea and its 
applications are new in this field 
—so we turned to reading about 
food stores and drug stores. We 





Half of the work is done 
when the lady makes up 
her mind on an appli- 
ance. Salesman steps in 
only after she has nar- 
rowed her choice and 
checks price tag 


talked to super market operators 
and to druggists. When a chain 
drug firm here in New Orleans in- 
formed us that they had experi- 
enced a 30 percent rise in volume 
within 10 days after inauguration 
of self-service in one of their 
stores, we were convinced. We 
gathered a lot of ideas from these 
non-hardware fields and much 
that other retailers do can be ap- 
plied profitably in the hardware 
field, we have found.” 

The entire layout of the Campo be to > ‘ t 
store was changed. The change : - ee 
necessarily had to be gradual, how- 
ever. “We just couldn't disrupt our 
continuing business,’ John Campo 
explained. ““Much of this took place 
during the fall and winter, big sell- 
ing seasons that included Christ- 
mas.” 

The first step was to design new 
display fixtures. Traditional hard- 
ware store counters, tables, is- 
lands and racks are designed to be 
used with a salesman in attend- 
ance, Campo stressed. He found 
that display at a little below eye- 
level was important. Maximum 
visibility for many lines counted. 
“The fixtures were made to order 
after we looked around and 
couldn’t find any in regular fix- 
ture manufacturers’ lines that 
were designed precisely for hard- 
ware self-service,” Campo said. 
“‘We made most of them ourselves. 
The store was converted gradually, 
a department at a time.” 

The store was converted com- 
pletely by early January 1956. It 
now features distinct departmenti- 
zation. Every item of electrical 
materials, for example, is on one 
island. All gardening tools and 
equipment are in another area. The 
Campo brothers have found that 
this strict departmentizing of their 
store is an assistance to serve- 
yourself shoppers. 

“Also important is that every 
piece of merchandise be clearly 
price-marked,”’ Campo pointed out. 
“People somehow hate to ask a 
price in a self-service store. That’s 
one thing that the grocers with he passes by the hand tools department and spots something he needs for a home 
whom we talked stressed, and project. in checking out, he adds still another item to his purchases 
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All displays have been placed at a single level with no high object to obstruct the 
general view. The arrangement has greatly reduced pilferage 


they proved to be as right in the 
hardware field as in their own. We 
feature brand-name, nationally- 
advertised merchandise wherever 
possible. That is another thing 
which proves important in a self- 
service store. There’s no salesman 
to sell the merchandise—no one to 
say, rightly or wrongly, that the 
unadvertised line is ‘just as good’ 
as the advertised one. And so peo- 
ple stick to the names they know.”’ 

Employees naturally have more 
time. Other dealers who have come 
to look at the Campo self-service 
operation often ask the brothers 
whether they have been able to 
get along with fewer employees. 
Instead of firing people, John 
Campo tells them, the store has 
hired two new ones. “We're doing 
so only because we see added sales 
and profit as a result,” he stresses 
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to these dealers. “In every opera- 
tion, there is a ceiling beyond 
which sales can’t be pushed with- 
out additional men to do the sell- 
ing. Our ceiling per salesman is 
now twice as high as it was be- 
fore.” 

With additional time, employees 
can service customers. When a 
shopper needs assistance, the sales- 
man has ample time to explain 
how to paint, pour concrete or use 
a power tool. Formerly, he was in- 
terrupted frequently in these ex- 
planations by the need to ring up 
sales for other shoppers. It’s this 
sort of customer servicing, indirect 
selling, that results in building a 
regular following, Campo said. 

In addition, every employee has 
been assigned a special non-selling 
task. Each is responsible for one 
section of the store. He has to see 


to maintenance of display stock, to 
price marking, to re-ordering of 
routine merchandise when reserve 
inventories become low, to clean- 
ing of displays and other house- 
keeping tasks. Once delivery was 
everyone’s responsibility; hence, 
no one’s. Now one employee has 
been charged with seeing that the 
truck goes out on schedule and 
that the driver has all merchandise 
which customers have ordered. 

Competitors frequently ask 
Campo other questions. “Aren't 
you bothered now by pilfering?” is 
a frequent query. Campo answers 
—s.” 

“You see,” he continues, “in the 
old set-up there were many divi- 
sions and high objects which hid 
customers from salespeople’s view. 
And the employees were busy. 
Who was to tell if, after making a 
legitimate purchase, a shopper sur- 
reptitiously added an unpaid-for 
‘purchase’ to his bag? Today he no 
longer pays in the rear of the store 
but at the checkout counter in 
front, and that is where his pur- 
chase finally is bagged. We don’t 
have one-tenth as much pilfering 
as the ‘normal’ amount that went 
on in our former set-up.” 

Campo often is asked about big 
ticket sales. The store’s system 
simplified the task of selection (as 
differentiated from selling). Sell- 
ing, however, still remains to be 
done. “No one walks out with an 
automatic washer through the 
checkout,” he grins. 

But the salesman’s job is 75 per- 
cent simpler than formerly, he 
claims. Instead of having to show 
brands and price lines, the sales- 
man steps in after the consumer’s 

(Continued on page 45) 


Extensive advertising program includes 
a large ad in the telephone directory 
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$5,000 Annually 


from Rentals 


By Beatrice 


— 1T from Robert Brickman, 
a rental service can be a 
mighty important operation for 
any hardware dealer. The reason 
for his enthusiasm is obvious, for 
in his store — Pilney Branch Hard- 
ware in Silver Spring, Maryland, 
— rentals account for an annual 
volume of $5,000. 

“Rentals require little promo- 
tion. The items rented require a 
minimum of maintenance, and af- 
ford the opportunity of selling 
used items which makes the 
service a worthwhile one for a 
dealer,” he points out. “In addi- 
tion, the renting of necessary e- 


quipment stimulates 

the sale of merchandise 

in other departments 

such as cleaning and 
gardening supplies. This 
service continually 

brings in new custom- 

ers and makes steady customers of 
others. 

“Rentals are a profitable activ- 
ity suitable to any area whether 
apartment houses, suburban homes 
or farms,” Brickman stated 

Items are rented on a 24-hour 
basis and a deposit is required on 
everything but waxers at Piney 
Branch Hardware. Window and 


All equipment maintenance is done by the store. Brickman inspects all 
equipment thoroughly every three months. During the busy seasons for 
outdoor items, such as power mowers, he makes a monthly check 
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Owner Brickman explains rental 
conditions to customer and sells 
him a can of wax to accompany 
the waxer. The rental form a- 
bove is signed by the renter and 
includes auto license number 


store signs let customers know that 
waxers, paint 
rollers, 


sanders. 
hedge shears, 
chain saws, circular saws, posthole 
diggers, hand tools and power 
mowers are for rent. The deposit 
depends on the price of the item 
a deposit of $20 may be required 
on a sander, $5 on a hand sander, 
$5 on a 40-foot ladder, etc. 
“A customer is more likely to 
(Continued on page 46) 


sprayers, 
spreaders, 
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Owner Heringer stands amidst 
severely damaged stock, ponder- 
ing the problem of salvage 


The store, after rebuilding, is orderly and streamlined. interior 
is shown here just prior to grand opening. Large display windows, 
exterior view below, serve to increase store traffic 


By William Bottenhorn 


Streamlined Store 


ee A FIRE is a dangerous 


occupation. C. J. Heringer, 
owner of a hardware store in 
Bellevue, Kentucky, learned that 
the hard way. When told by a 
clerk that the toy stock stored in 
the basement under the store was 
smoking, Heringer, armed with a 
fire extinguisher went to investi- 
gate. Several hours later the dam- 
age to building, stock, and fixtures 
was estimated at $75,000. 

Heringer acquired the business 
from William H. Schaufele, as a 
going concern known as_ the 
Schaufele Hardware Co., about 
three months prior to the fire. 
Heringer had been affiliated with 
the retail hardware business previ- 
ous to taking over the Schaufele 
store so he was in a way somewhat 
prepared for the problems the un- 
fortunate fire posed for him. 

A warehouse and garage at the 
rear of the building and facing 
Washington Avenue was converted 
into a temporary store. Several 
days were required te complete 
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Self-service system helps rebuild this 


business following a $75,000 fire loss 


this arrangement and it afforded 
an excellent outlet for some of the 
salvaged stock. It also enabled 
Heringer to render satisfactory 
service and hold his regular com- 


erin 


munity trade. By arranging for a 
schedule of advertisements in the 
newspaper, he attracted a host of 
customers from nearby areas. 
(Continued on page 47) 
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Young Ideas Boost Volume 25% 


MODERN-as-tomorrow 

store front and the 
use of a host of new twists 
to sound merchandising 
ideas has helped Bobby 
Barrow, youthful manager 
of V. C. Waters Hardware 
Co., Columbus, Georgia, 
boost his volume by 25 per- 
cent with still greater in- 
creases in sight. 

Acting contrary to the 
advice of friends, Barrow 
deserted an established lo- 
cation of 30 years; moved 
across the street into a 
functional and beautiful 
building; then, put a host 
of ideas he had garnered 
over the years to work 
raising volume. 

“Our old operation was 
inefficient,” Barrow said. 

“With our warehouse a- 

cross the street, as it was 

before we moved, we 

found it expensive and 
time-consuming to send a 

man back and forth to the 
warehouse for desired 

items. In addition, we had to carry 
many more items on our selling 
floor than we do now simply be- 
cause our warehouse wasn’t ad- 
joining our retail store. We, also, 
felt we could watch the merchan- 
dise better with everything under 
one roof. 

“Couple an inefficient operation 
with a need for a more modern 
front, and you can see why I 


By C. L. Lorentzson 


moved — even though some of my 
friends advised I would lose busi- 
ness if I did. 

“Our present store is a honey. 
Built in 1954, it has a modern front 
complete with orchard stone, a- 
luminum trim and inset plate glass 
windows. Enamel! letters inset with 


neon tubing provide a 
highly visible night and 
day sign. The store is built 
on a lot that converges at 
an angle less than 90 de- 
grees with the street. The 
result is a front that holds 
a heightened interest for 
passersby — _ especially 
when dramatically lighted 
at night. The unusual angle 
also exposes more of one 
wall to traffic thus in- 
creasing the amount of 
wall display visible at 
night.” 

The interior walls are a 
rough plaster painted mint 
green. The ceiling is fin- 
ished in white — a color 
blending which is picked 
up by green and white 
squares in the tile floor. 

Fourteen quadruple 
fluorescent light fixtures 


Housewares and appliances are 
displayed near the front. Lady 
in the center, above, responds to 
their appeal. A quality line of 
paints is carried in depth; here, 
customer is assisted by sales- 
man. Exterior view shows mod- 
ern front. Baked-ename! letters 
with neon tubing provide day 
and night recognition 





illuminate the building, and five 
special spotlights are ranged a- 
cross the front of the store to pro- 
vide strong lighting on selected 
displays at night. 

“Those spotlights are very ef- 
fective,” Barrow stated. ‘People 
passing in cars have little time to 
see everything you carry — re- 
gardless of how brightly lighted 
your store may be. These spotlights 
highlight the merchandise you 
want to push — and these items 
get first attention from the passing 
motorist. 

“However beautiful a store you 
may have, it takes constant mer- 
chandising to offset a change in 
location and to increase volume.” 
Barrow, formerly a groceryman, 
applied many of the lessons 
learned in that business to selling 
hardware — and they worked! 

“I learned in the grocery busi- 
ness that the more you show, the 
more you sell — and it’s better to 
keep displayed items at eye level 
wherever possible. In addition, you 
will sell more merchandise if you 
keep it neatly arranged and clean. 
Move slow-moving items around 
frequently to stimulate their sales 
and do your darndest to re-ar- 
range your whole store at least 
once a quarter. 

“That last statement may sound 
impractical, but I do it, and I know 
it pays off. Everything in my store 
can be moved — the wall shelves, 
the fixtures, my office equipment, 
my registers, and my displays. 
Each time I change, my custom- 
ers show a new interest in my 
merchandise and sales of smaller 
items increase. That’s because my 
customers are not sure where to 


38 


find things, and take more time 
in the store. 

“Another point I picked up from 
the grocerymen — once an item 
starts selling, move it back toward 
the rear of the store and push 
something new up front. The item 
moved, once established, continues 
to sell, with little appreciable loss 
in volume. For example, I bought 
counter-topping sometime ago in 
an assortment of colors. I put it 
on a display, moved it up front, 
and began suggesting it to my cus- 
tomers. After it began to sell, I 
moved it back into my warehouse 
with my staple items, Right now, 
it’s still selling and it’s over 100 
feet from the front of the store.” 

Barrow utilizes every inch of 
his retail store to sell novelty and 
some staple hardware items. “Peo- 
ple expect to find most staple 


Small island dispiays fea- 
turing waxes, cleaners, etc., 
are just inside wwe wvat 
door. Salesman here points 
out the merits of a new 
floor cleaner to interested 
housewife 


Manager Barrow shows 

customer a special buy in 

white tile cement. Hun- 

dreds of novelty items are 

stocked and staples are 

kept within easy access in 
the warehouse 


items in a hardware store,” he ex- 
plained. “Nails, bolts, copper tub- 
ing, and many other staples are 
stored in the warehouse within 
easy reach. This releases much of 
my forward display space for push- 
ing my novelty items. I keep only a 
representative showing of bulky 
hardware items in front of the 
store and keep the rest in the rear. 
Items like screws and flashlight 
batteries, I keep near the register 
to catch impulse buyers, and, I 
also, display strap hinges on a 
board up front. 

“TI cater to the housewife and 
the handyman with my interior 
displays,” Barrow continued. “The 
housewife is a great impulse buy- 
er, so I carry a large line of floor 
cleaners, waxes, pots, pans, appli- 
ances, kitchen utensils, wastebas- 

(Continued on page 48) 


SOUTHERN HARDWARE for DECEMBER, 1956 





These dealers 
don't snub a 


Downtown 
Location 


By Lynn F. Snoddy 


W HILE some stores may be seek- 
ing locations with ample park- 
ing space, far removed from traffic 
congestion, Parker’s Hardware in 
Shreveport, Louisiana, is content 
to remain downtown among the 
tall buildings. 

Asked why they continued in 
this location when the general 


trend in the larger cities is towards 
the outskirts, Alton B. Parker, 
owner and manager has this to 
say: “We faced the problem of 
moving farther out years ago and 
decided to remain a downtown 
store. That my grandfather estab- 
lished a hardware store in this 
same building had, I believe, very 





Owner Alton B. Parker, right, suggests an item from his giftware line 
to the interested couple. Note displays on walls along stairway 
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Parker's store is flanked by tall buildings 


little to do with the decision to re- 
main here. We own property in 
what might be a very good 
suburban location and could move 
next week if we thought it best to 
do sO. 

“Owning the property at this 
location does, however, cut our 
overhead, for while taxes are high, 
they are not as high as rent would 
be in this building. Owning gives a 
feeling of permanency that is im- 
possible to achieve any other way 
There will never be a ‘Lost our 
lease, forced to move’ sign in our 
window. 


Among Office Buildings 


“We are the only hardware 
store in the office building district 
and we get a lot of business we 
wouldn't get in another location. 
The hardware business has always 
been a service business, most of the 
time we sell the solving of a prob- 
lem. Here, all through the day 
there is a coming and going of 
people with problems that range 
from how to raise a desk an inch 
and a half to the fastening of a 
pipe to a wall. We solve their 
problems with merchandise from 
the store. They often come in with 
a problem about the office or 
building, see something they like 
and come back to buy it for them- 
selves 

“The noon hour is one of our 
busiest times for it’s then the office 
workers have time to look at guns, 
fishing rods and home work shop 
items. They don’t always buy but 
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most of them come back later,” ac- 
cording to Parker. 

Masonry tools is another reason 
why Parker’s thrives in a down- 
town location. 

“We carry the largest stock of 
masonry tools in a very large 
area,” Parker states. “With the 
building boom continuing, this sec- 
tion is full of brick layers and 
plasterers and not a day goes by 
that some of them don’t come in 
the store. A lot of them are from 
some other part of the country but 
have been sent here by someone 
they work with. They spend money 
for tools but a lot of them would 
never find us in some outlying sec- 
tion of town.” 


Building Layout 


The building which houses 
Parker’s Hardware is three stories; 
each floor is about 60 by 80 feet. 
The first floor contains a highly 
diversified line of hardware and 
housewares with a giftware de- 
partment located near the front. A 
broad stairway, its walls lined 
with framed pictures and giftware 
leads to the second floor on which 
are located the office and the pic- 
ture framing department. 

“Every store has at least one line 
it ought to expand,” Parker says. 
“With us, it was picture framing. 
Plenty of stores nearby sell picture 
frames but don’t do custom fram- 
ing. It’s a profitable line with us 
and we couldn’t ask for a better 
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traffic builder in all lines.” 

Parker’s Hardware is not con- 
cerned particularly about customer 
parking. Street parking is difficult 
and getting worse but there are a 
number of off-the-street parking 
facilities nearby and many of the 
office workers rent parking space 
there by the month. The same 
space is used often by other mem- 
bers of the family on Saturday 
shopping trips. 


Store's Sales Staff 


“They expect to walk a little 
farther than at a neighborhood 
store,” Parker states, ‘““‘and we hear 
few complaints about the lack of 
parking facilities.” 

The store is staffed largely by 
members of the family, though 


Masonry tools are a best seller 
at Parker's. Salesman Elton Dry 
watches as a bricklayer selects 
a trowel. Below, he discusses 
a level with a customer. Plaster- 
ers, bricklayers, and carpenters 
from a very wide area pass the 
word around that Parker's Hard- 
were carries the tools they need. 
Here again the downtown loce- 
tion pays off as some members 
of these trades drop by each day 


some outside help is employed. A 
great deal of self service takes 
place and remodeling plans call for 
more self service aids. 

The original Parker’s was a 
downtown store in 1888 and the 
present location has been a land- 
mark for more than one genera- 
tion of Shreveporters. Landmarks 
though must be kept up to date to 
be profitable and, acccrding to 
Parker, that’s as much a problem 
of management as is the seeking of 
a new location. 

“Just because their grandparents 
first brought them to Parker's is no 
reason to them for coming here 
now,” he states. “We must give 
them the service and the mer- 
chandise they want today if we 
are to continue to hold our posi- 
tion despite the popularity of 
suburban locations.” 


SOUTHERN HARDWARE for DECEMBER, 1956 





Painting as a Sideline 


increases paint sales 


By Wendell Givens 


B« CONTRACTING smal] painting 
jobs on the side, Toomer 
Hardware Co., Inc., of Auburn, 
Alabama, realized more than 
$1,000 in additional profits last 
summer, 

John M. McNeal, manager and 
part-owner of the store, was so 
well pleased with the sideline that 
he plans to repeat and expand it. 

McNeal employed two painters 
for most of the work. He did about 
one-third of it himself, working at 
night and on slack days. 

“Actually,” he said, “we don’t 
have many slack days, even though 
we're in a small town, comprised 
principally of Alabama Polytechnic 
Institute. Our paint department 
does an annual business of about 
$16,000, and our paint contracting 
last year grossed approximately 


“Occasionally, the painting side- 
line necessitated hiring extra help 
in the store, but by careful sched- 
uling of the jobs, we held this to a 
minimum.” 

Much of the Toomer paint con- 
tracting is for fraternity and 
sorority houses at Auburn. “All 
our work is on small jobs,” Mc- 
Neal explained. “We obviously 
couldn't run a hardware store and 
attempt any large-scale painting.” 

As a paint distributor in the 
Auburn area and with ali neces- 
sary equipment on hand, McNeal 
can offer attractive prices on the 
contracting. But he restricts the 
work tc within the town limits, 
thereby staying close by his main 
business. 

“We feel that the paint con- 
tracting, although small in volume, 
is helping our paint department 





After contracting small paint jobs and doing the painting himself, McNeal 
feels well equipped to advise customer in selection of paint 
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Manager McNeal knows from ex- 
perience which brush is best 
suited for a job. Assistant Man- 
ager Jim Landrum is at work in 
the paint mixing department 


McNeal said. “It helps cir- 
culate our store name as paint 
headquarters in Auburn. It affords 
us new sales opportunities. And it 
gives us a chance to demonstrate 
new paints and techniques 

“Just as in any other business 
we benefit by being out on the 
job, learning customers’ problems, 
their likes and dislikes. When 
you've had on-the-job experience 
with the many paints and brushes 
you're selling, you’re on firmer 
footing in your sales talk. 

“And most customers quickly 
sense whether they’re talking to a 

(Continued on page 48) 
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Casters, A catalog, listing over 40 
new caster models, and containing 
practical application suggestions and 
selection data, is available. It lists 
specific uses for casters in 30 separate 
and distinct industries. Different 
types of caster installations are de- 
scribed and illustrated. Gleason Corp.., 
250 N. 12th St., Milwaukee 3, Wis. 

Circle No. Al on coupon, pg. 50 


Display Fixtures. Available to deal- 
ers are several bulletins describing 
and picturing the variety of display 
fixtures manufactured by this com- 
pany. Pictured items include show 
cases, display platforms, gondolas, 
bins, wall shelves and racks, The 
bulletins include information on the 
store planning service offered. Sitka 
Store Fixture Mfg. Co., 50 Kansas 
Ave., Kansas City, Kansas. 

Circle No. A2 on coupon, pg. 50 


Marine and Outdoor Products. 
Complete information and detailed 
illustrations on the 1957 line of 
Tapatco outdoor products are shown 
in an 8%” x 11” full-color folder. 
Marine safety products are featured 
in a six-page folder containing com- 
plete descriptive material. Illustra- 
tions are in full, natural color and 
pertinent facts such as size, style, 
colors, shipping weights, etc., are 
listed. The American Pad & Textile 
Co., So. Washington St., Greenfield, 
Ohio. 

Circle No. A3 on coupon, pg. 50 


Store Fixtures. The Flexible View 
Store Fixture catalog offered to deal- 
ers is devoted to new equipment, ac- 
cessories, and display units. The cat- 
alog is well illustrated, contains full 
description of the items and is printed 
in blue, black and white. Prices and 
specifications are given in the back 
section. A free floor planning serv- 
ice also is offered through the cata- 
log. W. C. Heller & Co., Montpelier, 
Ohio. 

Circle No. A4 on coupon, pg. 50 


Door Hardware. A booklet illustrat- 


ing door hardware items contains 
compact technica! information and 
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provides answers to customers “most 
asked” questions. The 12-page book- 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufac- 
turing Co., Aurora, III. 

Circle No. AS on coupon, pg. 50 


Clamps. Much text material on se- 
lection, care and use of Jorgensen 
and Pony Clamps in addition to 
regular catalog material appears in a 
32-page catalog. The catalog is in 
color and covers “C” clamps, clamp 
fixtures, bar clamps, handscrews, 
press screws, etc. Condensed catalogs 
and pages for house and salesmen’s 
use are also available. Adjustable 
Clamp Co., 437 No. Ashland Ave., 
Chicago 22, Ill. 

Circle No. A6 on coupon, pg. 50 


Fastener Wall Chart. An indexed 
price list of standard bolts, screws 
and nuts made up into a 7 x 11 il- 
lustrated wall chart for dealers is 
available. Price lists for each type 
are shown individually on succeeding 
pages of the 10-page chart. Pages are 
cut so that a drawing and label for 
each type appear as the cover and 
tab index of the wall chart. The user 
opens the chart to find a table of 
R B & W’s list prices and a cor- 
responding table on which the deal- 
er enters retail prices. Russell, Burd- 
sall & Ward Bolt and Nut Co., Port 
Chester, N. Y. 

Circle No. A7 on coupon, pg. 50 


Aluminum Furniture. The new De- 
lighter 4-color catalog featuring the 
1957 line of aluminum casual and 
summer furniture is available upon 
request. Universal Converting Corp., 
Dept. 1957C, Sawyer St., New Bed- 
ford, Mass. 

Circle No, A8 on coupon, pg. 50 


Plastic Pipe. Bulletin No. CE-57 on 
flexible polyethylene plastic pipe is 
available. The bulletin contains full 
details about the general and tech- 
nical uses of the product, full listing 
of the items in the line and prices, 
flow charts and installation instruc- 
tions. A detailed outline is contained 
of the special qualifications of Sup- 


Available free to readers. Circle the numbers of 
items wanted on the return post card, page 50 


plex polyethylene plastic pipe. Sup- 
plex Co., Garwood, N. J. 
Circle No. A9 on coupon, pg. 50 


Fishing Hints. A 4-booklet series 
containing fishine tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus- 
trations and diagrams for quick 
mastery of proper techniques. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. Al0 on coupon, pg. 50 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Circle No. All on coupon, pg. 50 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and importance 
of aluminum insect wire screening, 
which was not a commercially stand- 
ard item when the earlier editions 
were printed, is emphasized in the 
revised text. Insect Wire Screening 
Bureau, 75 West St., New York 6, 
eS 

Circle No. Al2 on coupon, pg. 50 


Pyrex Ware. The 1956 Pyrex Deal- 
er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is available 
The bulletin, CF-71, covers retail 
prices on Pyrex brand flameware, 
ovenware, bakingware, dinnerware, 
nursing units, measures and tum- 
blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y 

Circle No. Al3 on coupon, pg. 50 


Industrial Fasteners. A new 44 
page condensed catalog covering th« 
company’s line of bolts, nuts, rivets 
screws and other industrial fastener 
is available. The catalog is 54% x 9% 


SOUTHERN HARDWARE for DECEMBER, 1955 





inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Circle No. Al4 on coupon, pg. 50 


Cordage Projects. To stimulate 
sales of clothesline and sash cord, un- 
usual uses for cordage are described 
in pamphlets devoted to various 
Leisure Time Projects. Current titles 
available are “Stair Rail Lacing,” 
“Spring Cleaning,” “Playtime Equip- 
ment,” “Fences-Trellises,” “Work- 
shop Wisdom,” “Children’s Games,” 
and “Camping Companion.” The kit 
consists of a yellow and black-green 
“take one” display with three pockets 
for the leaflets. It is equipped with 
easel back and with punched hole 
for counter or hang-up display. The 
kit includes other merchandising aids. 
The entire cost of the project is borne 
by the company. Puritan Cordage 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky. 

Circle No. Al5 on coupon, pg. 50 


Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F. 
Glass Fibers Home Insulation in ceil- 
ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summer 
and a warmer house in winter. L.O.F. 
Glass Fibers Co., Toledo 1, Ohio. 

Circle No. Al6 on coupon, pg. 50 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail- 
able. The chain is marked every five 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il- 
lustrates the different type chains 
and spotlights the color marking. De- 
tailed information and specification 
charts are given also. Campbell Chain 
Co., York, Pa. 

Circle No. Al? on coupon, pg. 50 


Fishing Lines. “Lines with a Pur- 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featured 
in sections devoted to the type of 
fishing for which the lines were de- 
signed. New additions in this year’s 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Stream 
King and Floater shooting heads. 
Sunset Line & Twine Co., Florence, 
Ala. 

Circle No. Al8 on coupon, pg. 50 


Metal Cutting and Garden Tools. 
Catalog sheets are available describ- 
ing products which the company 
manufactures in both metal cutting 
tools and garden tools. The revised 


sheets contain compact information 
on the snips and shears along with 
illustrations of the items. A free mer- 
chandiser for snips is described also. 
Midwest Tool & Cutlery Co., Inc., 
Sturgis, Mich. 

Circle No. Al9 on coupon, pg. 50 


Project Book. Twenty-five do-it- 
yourself wood-working projects have 
been made up in loose-leaf manual 
form with a cover and are being of- 
fered to home workshop enthusiasts. 
Each wood-working plan is blue- 
printed thoroughly on a _ self-con- 
tained sheet. Detailed instructions 
and diagrams with descriptions are 
included. Selection of tools and lum- 
ber is covered in the booklet with 
the company emphasizing the use of 
its own glue product, Rogers Glue. 
Rogers Isinglass & Glue Co., Glou- 
cester, Mass. 

Circle No, A20 on coupon, pg. 50 


Woodenware. Woodenware items 
such as bowls, trays, forks, spoons, 
mauls, etc., are described and il- 
lustrated in a catalog available to 
dealers. The cover page carries a list- 
ing of the special lines which include 
Oblong Trays, Early American, Dec- 
orated, Supreme Finish, Liquid 
Proof, Sealtite, Old Colouial-Walnut 
Stain, Paraffined (Waxed) Hardwood, 
and Caesar Finish lines. A brief de- 
scription is given of each. J. Shep- 
herd Parrish Co., 201 N. Wells St., 
Chicago 6, Il. 

Circle No. A21 on coupon, pg. 50 


Fishing Reels. A four-color bro- 
chure, picturing and describing the 
1957 line of Langley spinning and 
casting reels, is offered to the trade. 
No price increases are noted among 
spinning reels, which range from 
$17.95 to $37.95. The Model 505 
Langley Shorty casting reel with nar- 
row spool, shell-shaped housing and 
natural alumanite finish, is back in 
production and retails at $7.95. The 
Fisherman’s De-Liar now is manu- 
factured only in green crackle finish 
—Model 208 retailing at $2.00; Model 
228 at $2.50. Langley Corp., 310 
Euclid Ave., San Diego 14, Calif. 

Circle No. A22 on coupon, pg. 50 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 

Circle No. A23 on coupon, pg. 50 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- 
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ters; window cards and streamers; 
satin banners; clocks; tacker, bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio. 
Circle No. A24 on coupon, pg. 50 


Hardware Chain. A well illustrated 
and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and industrial 
requirements is available. The 16- 
page folder, DH-176-A, contains data 
on construction features, applications, 
packaging, weights and other general 
information. American Chain Divi- 
sion, American Chain & Cable Co., 
Inc., York, Pa. 

Circle No. A25 on coupon, pg. 50 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. A26 on coupon, pg. 50 


Delta Power Tools. An eight-pag« 
fold-out bulletin includes photo-il 
lustrated descriptions and condensed 
specifications of the principal Delta 
power tools. The bulletin, Form AD- 
964, unfolds to form a 17 x 22 inch 
wall chart. The 10-inch tilting arbor 
bench saw and combination 10-inch 
bench saw and 6-inch jointer are 
among the tools included. On the re- 
verse side of the unfolded bulletin 
are photographs of Delta tools in use 
in maintenance departments, various 
shops, etc. Delta Power Tool Division, 
Rockwell Manufacturing Co. 454 
North Lextington Ave., Pittsburgh 8, 
Pa. 

Circle No. A27 on coupon, pg. 50 


Hand Tools. Catalog No. 5700, con 
densed from 48 to 20 pages, continues 
to illustrate the more than 800 hand 
tools made by the company. Many 
new tools are listed. P & C Tool Co., 
Portland, Ore. 

Circle No. A28 on coupon, pg. re 


Pre-Measured Chain. A_ catalog 
page, in color, is available describ- 
ing a color-coded plastic measuring 
lengthmark to provide quick iden- 
tification for Proof Coil, BBB Coil 
and High Test Chain. The three types 
are marked every 10 feet by green 
plastic color bands on Proof Coil, red 
color bands on BBB Coil, and blue 
on High-Test Chain. A matching col- 
or-coded End Tag is attached to the 
free end of the chain in each con 
tainer which is imprinted to show th« 
size and grade of the chain. The 

(Continued on page 44) 
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“PONY" clamp fixtures make highly effi- 
cient, instant-acting bar clamps on ordinary 
black pipe. Four styles, for use on %4" and 
"black pipe—no tools required to as- 


semble. 


“PONY” “CC” clamps— 
14 sizes, each correctly de- 
signed for real service. 
Low price—but real “qual- 
ity" tools. 


“JORGENSEN” Car- 
riage Clamps ere 
made to “industrial” 
standards. One of the 
most generally used are 
types—very low in all trades, all crafts- 
weleo eet in quality. men. Four sizes. 


"PONY" spring clamps 
“extra hands” for 


Style No. 70 “JORGENSEN” I-bar clamps offer 

visible assurance of great strength. No notches 

—""Multiple Disc Clutch” adjusts instantly— 
holds securely. Eight sizes. 
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Nashville 3, Sn. 
i: Representative: 
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fact te 
ADJUSTABLE CLAMP CO. 


Chicago 22, Ill. 


Write for free, 
32-page catalog 


Clamp 
437 N. Ashland Ave. 


aa For more information use Handy Return Card, Page 50 





End Tag is for convenient locating of 
the free end of the chain and is re- 
attachable after each use. The tag’s 
reverse side may be used for record- 
ing the balance of chain in the con- 
tainer. Hodell Chain Co., Cleveland 
3, Ohio. 
Circle No. A239 on coupon, pg. 50 


Padlocks. Padlocks to meet every 
need are described in a new 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Included for the first time is a 
section on special long shackle pad- 
locks. Also described are two newly 
designed super security padlocks 
which have an extra short shackle 
clearance of only %-inch. Other sec- 
tions of Catalog #56 describe Mas- 
ter’s Special Service Department, as 
well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 

Circle No. A30 on coupon, pg. 50 


Mower Service. “Here’s How To 
Make Business In Your Clinton Serv- 
ice-Center BOOM!” is a 24-page 
booklet that explains and illustrates 
24 successful steps that lead to in- 
creased sales. The booklet puts the 
store owner in the shoes of his cus- 
tomer during a 30-minute step by 
step tour of the business. Customer 
relations, special demonstrations, 
open houses and other promotion 
plans are discussed and illustrated. 
Also included are examples of classi- 
fied ads, suggestions on giveaway 
literature and direct mail pieces, and 
examples of window displays and 
product booth displays at local fairs. 
Clinton Machine Co., Maquoketa, 
Iowa and Clinton, Mich. 

Circle No. A3l on coupon, pg. 50 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No, A32 on coupon, pg. 50 


eee 


Locksets and Accessories. A catalog 
describing the “400” line locksets and 
accessories in both the Bel Air and 
standard designs is available. The 
four-color catalog incorporates the 
complete line and includes all new 
trims and mounts. Technical informa- 
tion regarding all locksets and trim 
fixtures is given, as well as descrip- 
tions of installation aids. Kwikset 
Sales & Service Co., Anaheim, Calif. 

Circle No. A33 on coupon, pg. 50 


Floor Sanding Hints. An eight-page, 
illustrated folder containing helpful 
hints for the home-owner on floor 
sanding and refinishing is available 
for dealer use. Entitled “Here’s how 
easily we refinished our floors,” the 
folder provides dealers a personal 


approach to their customers and pros- 
pects. Separate sections illustrate 
pre-sanding hints, how to use the 
drum sander, and how to sand areas 
not reached by the drum sander. In 
addition it contains information on 
the wide range of floor supplies and 
equipment available to the customer, 
a table of recommended abrasive grit 
sizes, and an entire page of layouts 
to help the home-owner sketch in his 
floor dimensions for the dealer’s esti- 
mate. The folder is available with 
dealer imprint, at no cost, in lots of 
100. Behr-Manning Co., Troy, N. Y. 
Circle No. A34 on coupon, pg. 50 


Home Locks. New “color-accent” 
locks are introduced in a full-color, 
12-page “Lock Fashions” brochure. 
The brochure shows the open-back 
Continental and Manhattan designs, 
and illustrates possible background 
paint colors, fabrics and wallpapers. 
Locks for every purpose throughout 
the home are shown and proper selec- 
tion and placement are fully covered, 
along with helpful hints on lock 
styling and finishes. Schlage Lock 
Co., 2201 Bayshore Blvd., San Fran- 
cisco, Calif. 

Circle No. A35 on coupon, pg. 50 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters. A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also. D 
B. Smith & Co., 428 Main St., Utica, 
N. Y. 

Circle No. A36 on coupon, pg. 50 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes, 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, prices, 
etc. Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J. 

Circle No. A37 on coupon, pg. 50 


Aluminum Reflective Insulation. A 
4-page, 84% x 11-inch, 3 colored bro- 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation — paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky. 

Circle No. A38 on coupon, pg. 50 
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Tapping Farm Market 
for Power Tool Sales 
(Continued from page 30) 


Twice a year a special power 
tool demonstration, in charge of a 
factory representative, is con- 
ducted, usually on a Saturday. 
The demonstration, going on until 
10 p.m., draws a good attendance 
and attracts many farmers. 

Repair service at the store con- 
sists of making small adjustments 
and supplying brushes and switch- 
es. No replacement gears are 
stocked, but these can be obtained 
in two or three days. An adequate 
stock of greases and oils is main- 
tained also. 

A radio spot announcement, 
used twice daily, is concentrated 
frequently on power tools, espe- 
cially the power hand saw. Dis- 
play space in the newspaper also 
gives generous attention to power! 
tools, especially when a special 
demonstration is held. 

“Good display in the store for 
power tools is the most important 
part of our promotion,” Davis 
emphasized again. “When a pros- 
pect becomes really interested in 
using a power tool, he wants to en- 
joy his purchase immediately, and 
not wait for it to come by mail 
order. We've tried to convince our 
farmer prospects that we have 
what they want, and that every- 
thing they need, including acces- 
sories, can be had immediately at 
the store.” 

To make the power tool depart- 
ment more attractive and comfort- 
able, a drinking fountain and a 
soft drink dispenser have been in- 
stalled in the department. Men 
pause at the fountain, then wander 
around the power tool displays. 
Here Davis seldom misses an op- 
portunity to talk with the in- 
terested prospect about the power 
tool the average user needs first, 
the portable power saw. 


> 


For Added Gun Sales— 


(Continued from page 31) 
shoes: But if you disappoint him on 
the first item, you've lost him on 
everything else,” Simms empha- 
sized. 

“We stress as most important 
that a complete stock of field 
grade guns be carried. For ex- 
ample, in a Model 37, we would 
have a complete selection of three 
gauges, three lengths and three 
chokes,’ Simms said. 
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Yeatman’s stocks up in August 
preparatory to the fall hunting 
season and Christmas gifts. The 
store does a tremendous business 
in issuing hunting licenses, and 
finds this an excellent traffic 
builder, boosting sales of othe 
merchandise. 

“In selecting a salesman for this 
department, we consider it fai 
more important to get a man with 
sales ability rather than a sports- 
man who loves to discuss guns and 
their mechanism. If he has a little 
hunting experience, so much the 
better. But avoid the applicant who 
is so overly enthusiastic about dis- 
cussing gun lengths, chokes, 
gauges, etc., that he overlooks sell- 
ing,” Simms cautioned. “An un- 
trained person may learn quickly 
by attentive listening to othe! 
members of the staff 

A gun repair shop is not essen- 
tial to a good volume, this depart- 
ment manager pointed out. The 
customer may be referred to a 
recognized local gunsmith for re 
pairs of a nature not covered by 
the factory warranty. 

Yeatman’s maintains a promo- 
tional campaign on guns through- 
out the entire hunting season be- 
ginning September through De 
cember 1. Two to four daily spots 
promote guns, hunting shoes, shirts 
and other items. The hunting 
license service is always featured 
in seasonal advertising. A window 
display during the hunting season 
features a figure in hunting 
clothes, a selection of guns and a 
few single items indicating the 
wide selection. Holiday trimmings 
are added to the display for the 
Christmas season 

During season, guns and hunting 
supplies are placed in an ad 
vantageous position near the store 
entrance in a 20-foot x 40-foot 
space. This area is turned over to 
fishing, camping, and related sup 
plies when the hunting season 
over. 
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Store Checks Results 
of Year of Self-Service 


(Continued from page 34) 


selection already has been madé 
He shows the one (or at most two 
appliances to which her selectior 
already has been narrowed 

The store sells these on the same 
credit terms as formerly, with fi- 
nancing handled through a com 
mercial finance firm or a local 
bank. 

All sales channel through the 
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SELL THE COMPLETE CHANNELLOCK LINE 


A sale is in the making every 
time your customers “heft” a 
Channellock 420 plier. The rea- 
son? No other plier does so many 
jobs so well. It grips any shape 

. of any size (%”" thru 1%") 

. with a grip like a pipe wrench. 
This all ’round usefulness is the 
reason why more and more hous« 
holders .. . as well as mechanics 
; want and buy Channellock 
420. So make the Channellock lin« 
your plier line ... and let the 
Channellock 420 lead the way to. 
greater profits for you. 


CHAMPION DEARMENT TOOL COMPANY 


For more information use Handy Return Card, Page 50 





such as the popular 


VLCHEK 


PANEL BAR 
WRENCH SET 


You win customers with 

this handsome, practi- 

cal wrench. Users like 

it. It is expertly de- 

: signed, streamlined, of 

special analysis steel. Heat treated, 

too, for added strength. Bright plated 

containers—12 different openings in 

every 6-piece set; 10 different openings 

in 5-piece sets. Sizes on each wrench. 

Three finishes: natural black, Velco, 
and chrome plated. 


VLCHEK 
PLASTIC 


Show ‘em, sell ‘em . . . attractive Vichek 
plastic boxes of durable construction 
and practical design. Various compart- 
ment arrangements for any need. 
Available in eight standard sizes rang- 
ing from 442" x 2%" x 1” to 10%" x 6.4” 
x 1%". Sturdy crystal-clear molded 
plastic, Write for Catalog and Prices. 





VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohie 


For more information use Handy Return Card, Page 50 





checkout counter. There is a sin- 
gle entrance-exit door to the store 
(two others have been glassed over 
to make a continuous store front). 
This simplifies money handling 
and reduces chances for financial 
errors. “We've installed, addition- 
ally, a special checkout-type of 
register,” Campo reports. “It is 
the type used by food stores. It 
simplifies our bookkeeping. For 
example, we handle credit trans- 
actions through this machine. 
Amounts paid on account are rung 
up as cash with the source noted, 
and even the charge sales, noted 
as such, are rung up in this regis- 
ter. Thus the one checkout man 
handles all this, and it is simplicity 
itself to transfer register record- 
ings once a day to our permanent 
ledgers.” 

It isn’t possible, Campo says, to 
put a precise figure on the amount 
of sales increase because the 
store’s fiscal year begins with the 
calendar year and a comprehen- 
sive breakdown won't be feasible 
until December 31. He notes, how- 
ever, that the fact of a sales in- 
crease is obvious and that, from 
interim reports, it seems to be run- 
ning at a rate of about 20 percent. 

“People buy more each order,” 
Campo says. “Self-selection in- 
creases the chances for self-sugges- 
tion. For example, a salesman 
came in this morning to sell me a 
new line. I was talking to another 
salesman at the time and he 
wandered around the store as he 
waited. Result: He bought some- 
thing over $4.00 worth in impulse 
items.” 
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$5,000 Annually 


from Rentals 
(Continued from page 35) 


return an item when a deposit has 
been left with the store. We con- 
fine our rentals to the area and 
require auto tag _ identification 
which we check when we step out 
to put equipment in the custom- 
er’s car,” Brickman said. “We have 
had only two losses over the years. 
Precautions are necessary to pre- 
vent losses, however. Most people 
are honest enough to take good 
care of the equipment and see to 
its safe return. But one or two may 
turn up who will move out of the 
area and neglect to return a rented 
item. Retrieving it may involve a 
little expense after the customer 
has been located.” 

Rental forms are made out in 
duplicate, numbered in sequence, 


each indicating time item was 
withdrawn, its number, descrip- 
tion, rate per day, deposit left, the 
customer’s name, address, tele- 
phone number, auto tag number, 
car make, and customer’s signa- 
ture. 

The original is placed on file 
at the hardware store and a dupli- 
cate is given the customer. With 
terms of the contract written out 
in fine print on both original and 
duplicate, the customer under- 
stands his obligations and respon- 
sibility in handling and returning 
the rented item. 

“The hardware dealer consider- 
ing rentals should invest in only 
the very best equipment on the 
market. Rentals have to take hard 
wear from a variety of tempera- 
ments and abilities of renters, and 
only the best will stand up and 
make the investment worthwhile,” 
Brickman said. “It is a loss to a 
dealer if breakdowns keep a mow- 
er or saw or other item from active 
use.” 

Brickman does all of his own 
equipment maintenance. Inspect- 
ing all equipment thoroughly 
every three months, he takes the 
cover off a waxer, for example, 
checks, lubricates and cleans it. 
On an item like a hedge clipper, he 
checks adjustments and sharpens 
it. 

In season he checks power mow- 
ers, hedge cutters and other out- 
door equipment monthly. Piney 
Branch Hardware has about a $2,- 
000 investment in rental equip- 
ment. Shop tools for maintenance 
include the necessary hand tools, 
plus grinding equipment for power 
mowers. The grinding equipment 
amounts to an investment of about 
$700. 

“If a dealer lacks the time or 
skill to maintain his own equip- 
ment, it would require hiring a 
part time mechanic only a few 
hours every three months during 
the winter season, and monthly 
during the growing season to keep 
equipment in good repair,” he 
added. 

A gratifying aspect of handling 
rentals is the opportunity they of- 
fer in used equipment sales. Some 
items sell more readily than others. 
Piney Branch Hardware feels that 
the most satisfactory procedure 
from the point of view of invest- 
ment and customer purchase is to 
replace a piece of used equipment 
after it has had half a dozen or 
so rentals, and offer the used piece 
for sale. At this point the rental 
item has not taken too much wear 
and tear from the handling of cus- 
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tomers, and is still an attractive 
enough buy at a marked down 
price for a consumer, Brickman 
tries to get his cost out of the item. 

Piney Branch Hardware has not 
found it mecessary to promote 
rentals through newspaper ads. 
Store signs and window signs have 
made known to the community its 
wide assortment of available rental 
items. 

“If I were a dealer just going in- 
to rentals, I would not invest 
heavily in a great many pieces of 
equipment. First, know your area 
and what pieces are likely to be 
in greatest demand. Waxers gen- 
erally are in heaviest demand. Try 
only two or three items that peo- 
ple ask for, and then branch out 
as demand arises,” Brickman ex- 
plained. “Rentals are profitable, 
adding volume in other depart- 
ments. 

“Customers look on them as an 
accommodation that saves them 
money. The only caution I would 
add is — be sure of your identifi- 
cation, check with car tags when 
you put equipment in a car, and 
when an item overstays its rental 
time by three days, follow up and 
learn when the equipment is to be 
returned.” 


. 


Streamlined Store 
Built after Fire 


(Continued from page 36) 


By the time the rubbish had 
been cleared away and rebuilding 
got underway, Heringer had con- 
ceived and discarded several ideas 
about fixtures and general store 
layout. He was convinced that 
many of the customers from sur- 
rounding communities may have 
been attracted by advertising but 
they were not salvage bargain 
hunters. Their interest in new 
merchandise proved that. He 
reasoned that if he made his store 
attractive and displayed the mer- 
chandise according to the most 
modern promotional ideas, he 
could hold their patronage. 

With help from a store planning 
group, he replaced the panel dis- 
play board entirely with wall shelf 
sections designed to invite self- 
service. A canopy of liberal pro- 
portions and well supported runs 
the length of the store on both sides 
and across the rear. Miscellaneous 
merchandise 30-inches in height 
can be displayed on top of the 
canopy. The walls beneath the 
canopy are finished with peg 
board and movable hanger strips 
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and shelf brackets which permit 
an infinite arrangement of shelf 
spacing to suit the merchandise 
displayed. The islands were made 
to dimensions to suit the store 
width and permit ample width for 
traffic aisles. 

The service counter is located at 
the front of the store and an effort 
is made to have a sales clerk at 
the counter or close by to give 
prompt service to a customer, 
either to give directions or register 
a sale. Customers are encouraged 
to serve themselves to save time, 
and the clerks are instructed to be 
constantly alert to give immediate 
attention to a customer at the 
service counter. 


Traffic Items 


Garden tools have a section at 
the rear of the store and another 
rack containing small garden tools 
is located near the service counter. 
In season these items and seeds are 
treated as traffic items; however, 
heavier garden tools are retained 
in their section. As the season 
changes, other items take their 
place in this prominent spot. 

Heringer estimates that 65 per- 
cent to 70 percent of the sales are 
self-service in which the only 
service a salesman renders is to 
check the sales out. It also has 
been noted that a_ substantial 
amount of the sales showed an in- 
creased volume. No doubt this in- 
crease in sales volume can be 
traced to the fact that the mer- 
chandise is on open display, within 
easy reach, and motivates an “I 
could use this” suggestive influ- 
ence. More customers spend more 
time browsing around the store, 
and a much larger proportion of 
the customers are housewives who 
seem to be searching for some- 
thing they may not exactly need, 
but can use, eventually. Women 
are shoppers and will buy for the 
future, while men will buy when 
they have a need for an item, and 
usually stop there. Heringer credits 
the increase in patronage by house- 
wives to the gleaming display of 
kitchenware which is located near 
the front of the store. 

The acceptance of the store ar- 
rangement by the public _ in- 
fluenced Heringer to abandon any 
idea of disrupting the store dis- 
plays for toys during the Christ- 
mas season. Instead, he has planned 
to set up a year-’round toy depart- 
ment in the basement with pro- 
visions for expansion to take care 
of the holiday trade. 

















FOLLANSBEE 
Quick Lock 
STOVE PIPE 


Your customers will like the 
quick, easy way Follansbee 
Quick Lock Stove Pipe locks 
into joint. It can be closed 
without tools, will not slip and 
makes a joint that stays fast. 

Stove Pipe is just part of 
the complete Follansbee line 
which is available to your cus- 
tomers. You can offer also the 
accessories which round out 
the line—items like: elbows, 
angles, tees, collars and all 
types of reducers. 


A Complete Line Available 


Su 


Stove pipe Reducers 


« n 
Stove pipe elbow and tee 


Shipped in sturdy, corrugated cartons 
See your jobber or write 


SHEET METAL 
SPECIALTY DIVISION 


Box 667 Follansbee W. Va. 


A Division of 
AY FOLLANSBEE 
STEEL CORP. 
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Young Ideas Boost 
Volume 25 Percent 


(Continued from page 38) 


kets, and ironing boards. I put my 
kitchen items right up front, just 
inside the window, and spotlight 
them at night. In addition, I keep 
a small ‘island’ display of waxes 
and floor cleaners just inside the 
door. I move this about, change 
its angle of approach often, and 
change the merchandise on it fre- 
quently. 

“For today’s do-it-yourself fan, 
I keep a large number of electrical 
fixtures and hand tools displayed. 
I place a lot of emphasis on a gar- 
den implement rack I built in the 
form of a large ‘picture frame’ fix- 
ture. It’s backed with peg board, 
which simplifies the display prob- 
lem. I store fertilizers directly be- 
neath the tools and realize a great- 
er average sale in this department 
because related items are right at 
hand for suggestive selling. 

“I carry a good line of paints, 
and I carry them in depth. These 
are stowed in ceiling high shelves 
in the back and down one side of 
the store. One row of each type of 
paint — enamels, flats, rubber 


base, and alkyd flat — is always 
on display in a variety of colors. 
Reserve stock is stored in the 
warehouse, 

“One merchandising idea that 
has proved valuable to me came 
from my army experience. In the 
Army, camouflage and conceal- 
ment theory was important. It 
saved countless lives because men 
learned to use nature to reduce 
their visibility. I reversed the idea 
when I became a hardware mer- 
chant. Where the Army said, ‘Hide 
it!’, I said, ‘Make it shine!’ That’s 
one reason for my using the spots 
so much up front, and for high- 
lighting my wall displays at night. 


Peg Board Fixture 


“T use a peg board fixture on the 
wall and brighten it up with a 
spotlight. In addition, I arrange at 
least two displays in front of the 
windows and spotlight these too. 
One appliance display drew at least 
a dozen telephone orders the day 
after it was set up. I set up a sink 
display recently and sold six sinks 
in three weeks time. I, also, moved 
my shotguns and rifles over near 
this corner display and they started 
moving. 








Rugged 
Lite N’ Lively 


Human 
Engineered 


Knife Steel 
Blades—High Dome, 
Vacuum lift 


1006 E. 22nd ST. 





QUALITY and PRICE always SELL 
The 1957 KEEN MOW Line Offers Both 


KEEN MOW Power Mowers 


The Ken Mow line offers you the opportunity 
of carrying not only a “top quality" power 


Write—Wire or Phone for complete details 


KEEN MFG. CO.., Inc. 


Now there's 6 all new 


mower, but also offers a price appeal 
to meet all competition. There are 
mowers that sell for more . . . but 
inch for inch they can't do more 
. . « For performance, appearance 
and price appeal, it will pay you 
to get the facts about the new 

1957 KEEN MOW line. 





There's a supply source 
near you—or you could 
be one. 





KANSAS CITY, MO. 











“Our new front which is de- 
signed to benefit from displays 
day and night; our method of sys- 
tematically moving our displays, 
fixtures, and merchandise; and our 
having all of our operations under 
one roof are the reasons for our 
success,” Barrow stated. “We can 
do a better job for more people in 
less time.” 


+ 


Painting as a Sideline 
Increases Paint Sales 


(Continued from page 41) 


painter, a man who knows his 
products, or to just another sales- 
man. 

“When we talk to a customer 
about mixing paints, we don’t 
have to rely solely on the standard 
color charts. We can give him ex 
actly what he wants, because we’re 
equipped to do so, stock-wise and 
experience-wise.”’ 

Toomer maintains a stock of ap- 
proximately $7,500 in paints, 
brushes and related supplies. 

Virtually all the store’s paint 
sales are to home-owners, most of 
them strictly amateur painters 
joining the do-it-yourself trend 
“Many of them are not sure at al! 
about what and how much paint 
they need,” McNeal stated. “So we 
inquire as to the exact job they are 
undertaking, then advise them ac- 
cordingly in regard to preparation, 
paints and brushes. We feel that 
we save them money and also im- 
prove the quality of their work.” 


Redio Advertising 


Toomer advertises its paint de- 
partment on an Auburn radio 
station and in the town’s weekly 
newspaper. As_ special induce- 
ments, the store often offers to lend 
stepladders, pans and rollers. “But 
no brushes,” McNeal stated. “That 
could be unprofitable in a hurry.” 

If requested, McNeal will visit a 
residence, fraternity or sorority 
house to advise on upcoming paint 
jobs. He finds that is a profitahle 
investment in goodwill. 

If a new customer says he sim- 
ply wants to “buy a brush,” Mc- 
Neal offers him something in the 
medium price range, explains the 
advantages of various type brush- 
es, then proceeds to better, more 
expensive brushes, or to more 
economical ones as he acquaints 
himself with the customer’s needs. 

“That way we generally can sell 
him exactly what he needs, and 
he'll be back to see us,” he statec'. 
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DEALER SALES AIDS 


For more information on these sales aids 
use the free post card at bottom of page 


Garden Department 


A new window or in-store display 
unit, now being offered by the Sup- 
plex Co., Garwood, N. J., division 
of American Hard Rubber Co., pro- 
vides for a complete garden supplies 
department in addition to garden 
hose and sprinklers. 

The display will be lettered with 
any store’s individual name. It is 
obtainable from the Supplex Co. in 
exchange for eight “Ad-Dollars,” sup- 


@ Request More Information on 
Sales Aids 
New Products 
Catalogs & Bulletins 


NO POSTAGE NECESSARY 


+ efi cea tang P+ ~e 
ame position on 

san. With wavvles eonnat he eibeniiod 
to you unless this information is 
furnished. 


plied by Supplex in each carton of 
m , or $8.00 in cash or a 
combination of both. 

Measuring five feet wide by seven 
feet high, the display consists of ver- 
tical and horizontal support poles, a 
canopy that projects two feet for- 
ward, seven signs, decorative flowers 
and all the materials needed to put it 
together. Most of the items are made 
of corrugated board in brilliant col- 
ors. The canopy is green and white 
stripes, the poles are green. 

The display, which consists of 22 
pieces, may be adapted to many dif- 
ferent uses, For more information— 

Circle No. G1 on coupon, pg. 50 


Garden Tools Units 


Any one of three sales aids free 
with the purchase of a balanced se- 
lection of 72 garden tools, lawn tools 


* and shears is offered by True Temper 


Corp., 1623 Euclid Ave., Cleveland 15, 
Ohio. 

No. M72 includes a stand on four 
casters (shown) which displays over 
50 tools. No. S72 features an electric 
sign, 10” x 25”, for wall or window. 
No. C72 includes an electric clock, 


Postage 
Will be Paid 


by 
Addressee 


16” diameter, for window or tool de- 
partment wall. A free retail price 
card is packed with each order. 

Tool selection includes popular 
numbers, no more than two of any 
one tool, and two wall tool holders 
for impulse sales. These are at stand- 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 








SOUTHERN HARDWARE 
806 Peachtree St., N. E. 


Atlanta 8, Ga. 





ard prices with full mark-up. 
Dealer also receives a free “Tool- 
Up Time” kit featuring a big cut-out 
gardening display for any size win- 
dow. For more information— 
Circle No, G2 on coupon below 


Hand Tool Center 


A tool display unit, the Vaco Tool 
Center, is announced by Vaco Prod- 
ucts Co., 317 E. Ontario St., Chicago 
11, TL. 


The Vari-Board perforated back 
panel is 3%’ high and 4 wide, of- 
fering 14 square feet of display space. 
Over the top is an illuminated canopy. 
The storage cabinet is 48” wide, 15” 
deep and 18” high, and the entire 
unit rests on four wrought iron black 
lacquered legs. 

The center is furnished with a basic 


assortment of tools containing 405 in- 
dividual pieces, including a good as- 
sortment of general purpose screw 
drivers, nut drivers, pliers, wood 
chisels and popular style screw driver 
and nut driver kits. All items are 
self-priced. 

The unit may be furnished with 
any assortment of Vaco tools and 
Vari-board shelves as selected from 
the Vaco catalog, provided the mer- 
chandise has a specified value, The 
Vaco Tool Center may be purchased 
also without the merchandise. 

A 4-page bulletin giving complete 
information on the center is avail- 
able. For more information— 

Circle No. G3 on coupon below 


Shears and Cutters Unit 


The No. G56 merchandising unit 
offered by True Temper Corp., 1623 
Euclid Ave., Cleveland 15, Ohio, in- 
cludes a free display stand with a 
balanced selection of 56 shears and 
grass and weed tools. Tools are sold 
at regular price with full markup. 

The steel wire stand displays up to 
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50 tools in a 16” x 21” area. An eye 
level sign illustrates tools and pro- 
vides price spot. The tools with free 
display stand are shipped direct from 
the factory, freight prepaid. 

No. G56W includes weed cutters 
in the place of grass cutters, For more 
information— 

Circle No. G4 on coupon below 


Household Furniture Unit 


The Ames-Maid Division of the O. 
Ames Co. in Parkersburg, W. Va., has 
made available a flasher heavy card- 
board display for metal household 
furniture. The display clips onto the 
rungs of stool and high chair models 
and features a 60-watt flasher which 


bathes the product in light through a 
concealed opening and also lights up 
the Ames-Maid trademark. Display 
has removable sales feature arrows to 
permit its use on any one of several 
different types of stools and high 
chairs. 

The whole unit folds into a carton 
two inches thick and 24 inches 
square. The entire Ames-Maid line 
is illustrated in silhouette on one side 
of display. For more infurmation— 

Circle No. G5 on coupon below 


Tool Chart 


The Hyde Manufacturing Co., 
Southbridge, Mass., is offering to the 
trade a new pin-up chart, 12” x 22”, 





which illustrates and describes more 
than 100 of Hyde’s fix-up and paint- 
up tools, catalog style. The reverse 
side of the chart is a pin-up for the 
home-owner’s work bench. It fea- 
tures a series of line drawings show- 
ing the uses of many Hyde tools for 
fix-up and paint-up work. 

The combination one-page catalog 
and how-to chart is folded for an 
envelope stuffer, or hand-out piece. A 
space is provided for a hand stamp 
imprint. Retailers may use the chart 
in their windows or store displays. 
For more information— 

Circle No. G6 on coupon, pg. 50 


Aluminum Nails Rack 


Plastic-box packaging and a self- 
replacing display rack are offered by 
Nichols Wire & Aluminum Co., 1725 
Rockingham Rd., Davenport, Iowa, 
for its new Handi-Pac aluminum 
nails. 


The plastic box and its blue-label 
identification of the type of alumi- 
num nails contained are designed for 
consumer appeal. The display rack is 
adaptable « counter or wall mount- 
ing and is easy to restock. Nails range 
in size from 8-penny sinker wood 
siding nails to 14%-inch screw-thread 
nails. For more information— 

Circle No. G7 on coupon, pg. 50 


Garden Tool Holder 


A tool holder which stores nine or 
more garden tools on any wall or 
studding is announced by True Tem- 
per Corp., 1623 Euclid Ave., Cleve- 
land 15, Ohio. 


Braced steel plate, six inches wide 
and 34 inches long, it is finished in 
red enamel with “tool hints” printed 
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‘ 
5 BRITE nw we 


for the 
Hardware Dealer! 








1. Complete selection of 
BRITE Plated bolts and 
nuts in the 75 fastest- 
selling types and sizes, 


2. All bolts BRITE Plated. 
2. Nuts on. 


. In BRITE new cartons con- 
taining small quantities 
(10 to 50 pieces). 

. These products are in 
stock hence there's no 
penalty for plating small 
quantities. 


WAL 
> a 


SIZE OF 4° deep 
y wide 


TRAY 9” high 
s < 
4a, r¥< ie 


WRHA APPROVED DISPLAY 


SIZE OF 24” deep 
24” wide 


STAND 54” high 


Buy from your Hardware Distributor 


|, LAMSON & SESSIONS (- 


Cleveland 2, Ohio 
BIRMINGHAM - 


"a 


1971 West 85th Street - 
PLANTS AT CLEVELAND AND KENT, OHIO - 


MAIL THIS COUPON TODAY 


THE LAMSON & SESSIONS CO. 


1971 West 85th St. « Cleveland 2, Ohio 


Please send me details on the new Lamson & Sessions Flexible Bolt Display. 


CHICAGO 


Company Name 
Address 
City 


Your Name 
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in white. The tool holder, No. GTH, inches high. The assortment consists an outdoor sign 72” x 36” illuminated 
is individually paper wrapped and of eight tape rules in various lengths by four fluorescent tubes are among 
packed six in a carton. For more in- and one 50-foot tape. For more in- the signs available. For more infor- 
formation— formation— mation— 

Circle No. G8 on coupon, pg. 50 Circle No. Gll on coupon, pg. 50 Circle No. G13 on coupon, pg. 50 


Cleveland Mills Co., Lawndale, N. American Biltrite Rubber Co., 22 Upson Brothers, Inc., 65 Broad St., 
Willow St., Chelsea 50, Mass., pro- Rochester 14, N. Y., offers a perma- 
vides dealers with a group of ad- nent, self-service display of all plas- 
vertising mats for Biltrite Garden tic construction at no extra cost for 
Hose and Sprinklers. The Biltrite 10- the TD-48 Hold-E-Zee screwdriver 
stand has five shelves with dividers, star Hose is packed with a special assortment. This Tenite display holds 
making 10 display compartments. corrugated display carrier. Also avail- a stock of 48—17 types and sizes—one 
White on the outside with blue bins, able is a special three-piece display, to six of a kind. Each driver is 
the stand is printed in red and blue. specially easeled to stand alone or marked on the display for number 
For more information— mount on a three-section pole which and price for easy replacement when 
Circle No. G9 on coupon, pg. 50 is also supplied, to serve on counters, sold. For more information— 
in windows or mass display within Circle No, G14 on coupon, pg. 50 
the store. For more information— 
Circle No. G12 on coupon, pg, 50 


C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike Twine and 
cordage. Approximately 4’ high, this 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- * 
oped for its “Tool-Up-Time” program S ae agg ee Pp head — oe, 
kits to aid dealers in their garden Scott-Atwater Manufacturing Co., oter me, manuracturers wae 
tool promotion. Various four-color Inc., 2901 East Hennepin Ave., Min- goods, — specialties and hardware 
store posters and banners, newspa- neapolis 13, Minn., in its “Advertising construction sets for the do-it-your- 
per ad mats, catalogs, and radio and and Promotion Handbook for 1956” self trade, has available for dealers 
TV scripts are offered without covers all of the sales promotion envelope stuffers on Saw Horse 
charge to the dealer. A dealer mailing material available to Scott-Atwater Brackets and various construction 
folder also is available. For more in- dealers in 1956. This material in-  ‘¢ts, Which may be obtained in mod- 
formation— cludes free mats and ad builders; erate quantities without charge upon 

Circle No. G10 on coupon, pg. 50 giant window streamers which fea- request. Counter models for three 

ture the 1956 line; handout stuffers; styles of Saw Horse Brackets and one 

Keuffel & Esser Co., Adams and line folder; color postcards; dealer style of Folding Leg Brackets are 
Third Sts., Hoboken, N. J., offers a decal; imprinted match books; service available without charge under cer- 
counter display containing the HF uniforms; and copy for radio com- 
Assortment of Wyteface steel tapes. mercials. An indoor sign, in three 
The display is compact and colorful colors, plastic, 50” x 14”, and illumi- 
and measures 17 inches wide by 7% nated by two fluorescent tubes, and 


tain conditions through wholesalers. 
For more information— 
Circle No. G15 on coupon, pg. 50 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publish- 
es a complete catalog of suggested 
dealer sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No. G16 on coupon, pg. 50 





ees Presenting the BC-7! Reo Division, Motor Wheel Corp., 


els dale + . Lansing 3, Mich., supplies its dealers 
Most Efficient, Silent with 4-color envelope stuffers, wall 


_ Door Closer posters and ad mats at factory cost. 

best In | - Indoor sales and service signs, de- 
, ’ in the signed to stamp the store’s name and 

its Reo dealership upon the mind of 


2 . > | ! . 
S p R \ € 2 ndustry the public may be obtained for $9.90 
‘ S— each. For more information— 
G - ' , 
: NOW AVAILABLE! Circle No. G17 on coupon, pg. 50 
H N\ ¢€ =~ Here is the completely slam- 
a proof door closer with life-long : 
ome built in! , Designed 4 The Irwin Auger Bit Co., Wilming- 
c . 
Libraries, Offices, lactitutions ond ton, Ohio, offers to dealers free metal 
trademark all air-conditioned rooms where display merchandisers with the fol- 
S acumen complete, silent closing is de- a : ontal 
since 1876 sired. . . . Versatile, economical, lowing assortments. No, D-13 contains 
100% efficient — needs no lubrication or adjustment! free metal wall display and 13 bit as- 
~ Write your nearest BOMMER office for sortment of Irwin 62T Bits, os of 
specification sheet. each size 4/16” through 16/16”. No. 
8830 contains free metal counter or 


Q 0 M M E b PR | N G H | N G FE C 0 N C wall display and assortment of 30 

. . Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 


155 Landrum Highway, Landrum, South Carolina 
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IT’S WASHABLE! Dealers clean up on it—and 
have ever since Butcher made America’s first floor 
wax. Why don’t you cash in on it? You can, you know! 


FSR SS SS SSS SS SS SS SSeS Sey 
i en ee ee ee ee ee | 


Ml GEE THE BUTCHER POLISH CO. MALDEN, MASS. 2 ie 





UP Sales and Profits 
in Tinware with 
nationally advertised 


MOULI LINE 


THE MOST PROMOTED 
PRODUCT IN THE 


\~___/) ay, 
COUNTRY! 


Yer, a” 


ey 


ING SIZE 
SALAD MAKER 


SLICES e CHOPS « SHREDS « GRATES 
Non-slip rubber fold-away 
legs . . . won't scratch * save space. 


Individually packaged In 
multi-color display carton RETAILS $4.98 


\) oe Oe ee 


\\ 


\ 
| Pdi ht ~ 
( * MARK UP 


RET. ICES 
* NATIONAL SING 


BOKER tools are as finely made as the famous BOKER 
TREE ¥ BRAND Cutlery ... from special analysis, 
chrome vanndium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 





Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines. Other 
patterns and sizes also available. 


Patented Groove- y » 
Grip, 5 position —— 


adjustable Plier- 
Wrench — cannot —_S 
I 


slip. Forged ribs 
and grooves 
A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 


work. The ali around home too! 





. 


roel 

] ‘ 

Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 
maintenance repair. 


Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourselves” and 
for general maintenance repair 


Chrome plated finish, spe- 

cial alloy steel thin 

Wrench, Exceptionally 
82 10 —_—- strong. 


4POST 


Recognized Value 


Compound action Aviation Type 
metal Snips. 61 cuts left; 62 cuts 
right; 63 universal straight cut 











101 Dunne St. Mew York 7,.W.Y. 
M. J, Sridgapert, Conn. Fe, danith, Artangag a 


MANUFACTURING. CORPORATION 
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GREATEST NAME 
IN GAME and BIRD CALLS 


Throughout the nation, famous, nationally advertised OLT'S Calls 
are the popular choice of novice and expert alike. More hunters 
than ever will be asking you for these world famous black hard 
rubber game and bird calls. Stock, sell and profit with OLT'S. 

0-30 is the perfect answer. Ex- 


New 9-30 PERFECT QUAIL CALL 
Designed to meet the growing de- 
tremely lifelike, this reediess hard ee = 
rubber call can't warp or lose 


mand for a quali cail, the new 
pitch. 9-30 Perfect Quail Call—$3.00 


AMERICA’S MOST COMPLETE LINE 
OF HARD RUBBER CALLS! 


A-50 Canadian Honker Call . 


D-2 Regular Duck Call . J-15 Duck Call . 


$-8 Perfect Squirrel Call . L-22 Regular Goose Call . 


t 1 


R-25 Perfect Deer Call . . -20 Fox-Coyote Call . 
N-27 Perfect Coon Call... W-12 Pintall Widgeon Call ‘ 
E-1 Regular Crow Call . . . $2. K-11 A Water Duck Call. 

| ‘ Game Bird Call . 
FF hevtome Turkey Call . 
M-9 Perfect Crow Call... 
G-7 Regular Hawk Call... 


sueeien ¢ 
SSSs8ss $ 


C-3 Perfect Mallard Call . 
P-17 Regular Squirrel Call 


Popular Olt Calling 
Instruction Records 


For Duck, Goose, Fox-Coyote, Crow and 
Squirrel Calling at $2.00 to $2.50 per 
Record. 


ALSO OLT'S DUCK DECOY ANCHOR CORD 


* Cotton braided for strength * Tar treated for longer life 
* 84-foot loop retails for $.95 

The new OLT sales-makers are patingee twelve loops to each colorful 

display carton. Stock Up Today on Popular Olt's Calls! 


Nationally Distributed Through Jobbers! 


PHILIP S. OLT Co. 


Pekin, Ilinois 


For more information use Handy Return Card, Page 50 


Guy wire for television antennas, clothesline, tie and bind- 
ing wire, signal wire, emergency repairs, temporary en- 
closures, electrical fences. Wright strand gives you 
greater flexibility . Unrolls withoui snarling 
Bright galvanizing. 

Packaged 1000 feet to carton (50 feet connected coils), 
also spools 500 feet and 1000 feet. 


Lawrence J. Baldwin & Son 
306 Carondelet Bidg. 
New Orleans 12, La. 


<A t 
SS 


E. L. Hornibrook Co. 
Box 176, Avondale Estates, Ga. 





WORCESTER MASSACHUSETTS 








ALL POSITION 


with the FAMOUS 
RUBBER POPPET 


Silicone treated 
Rubber Poppet can’t 
leak or stick. Sensi- 
tive in operation. 
Noiseless. Also sup- 
plied with Monel 
Metal Poppet. 200 
lbs. pressure. One- 
piece brass shell. 
Seven sizes. Write for 
Bulletin 204. 


Order from your jobber 


STRATAFLO PRODUCTS, INC, 


FORT WAYNE 1, INDIANA 
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envelope stuffers are also available. 
For more information— 
Circle No, G18 on coupon, pg. 50 


Langley Corp., 310 Euclid Ave., 
San Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep. 
For more information— 

Circle No. G19 on coupon, pg. 50 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No. G20 on coupon, pg. 50 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers its deal- 
ers two scale promoter display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No. 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No, G21 on coupon, pg. 50 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 

Circle No, G22 on coupon, pg. 50 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
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ASSURED QUALITY 


Greentiee Toois for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . scfew points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here's example again of the 
assured quality you and your customers get from 
GreeNn_ee — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

Green ee tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-moking machine for assured uniformity and quality. 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware ond 
building supply deolers send 

request on your letterheod. 


GREENLEE TOOL CQO. 
1832 Herbert Ave., Rockford, Ill. 


Electric Drill Bits © 
Drawknives © 


Chisels and Gouges 
Other fine tools 


Auger Bits © 
Expansive Bits © 
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CANCER LIFE-LINE jm 


In factories, plants and offices across the 
nation, the line is busy. Through films, pam- 
phlets, posters, exhibits and lectures, the 
life-line of cancer education is reaching a 
steadily increasing number of men and 
women in business and industry. 


4 


Each year, more and more firms and corpora- 
tions invite the American Cancer Society to 
present its life-saving program to their em- 
ployees, All are concerned with the major 
threat which cancer poses. Last year, 245,000 
Americans died of cancer... many of them 
needlessly. Among them were experienced 
executives, key officials, skilled workers. 
Their loss to business was incalculable. The 
greater loss, in terms of personal tragedy, 
was appalling. 

Yet, thousands and thousands of them could 
have been saved if they had known the im- 
portance of going to their doctors in time. 
Early detection plus prompt treatment could 
literally mean the difference between life and 
death. This, and many other facts of life 
about cancer, are part of the education pro- 
gram which the American Cancer Society 
offers you—in your plant or factory. For 
additional information, call the American 


Cancer Society office nearest you, or writ 
to “Cancer” in care of your local Post Office. AMERICAN CANCER SOCIETY 


® 
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window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and mate- 
rials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number of 
colorful counter displays on various 
products. For more information— 
Circle No. G23 on coupon, pg. 50 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per 
thousand. Lawn care portfolios which 
include one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 

Circle No, G24 on coupon, pg. 50 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is 
finished in chartreuse and red and 
has an SM insignia fastened to the 
top of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 

Circle No. G25 on coupon, pg. 50 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 





Gard:-N-Beauty 


yee 


WELDED 
FENCE 


E-A-S-Y to put up... 


HOME OWNERS CAN ERECT — no stretch- 
ing tool needed. 


50 and 100 FT. ROLIS HANGS IN PLACE — on drive posts or 
Mesh—2” x 2%"— wooden posts. 


Gauge—No. 16 FITS UNEVEN GROUND — just-by kinking 


) al 36", 48", line wires to remove slack. 


E-A-S-Y to sell... 


ONE-THIRD LOWER COST — means more prospects can afford to buy. 
LONGER LIFE — galvanized after welding for greater rust resistance. 
BETTER LOOKING — smaller mesh increases attractiveness and protection. 


E-A-S-Y to promote... 


SALES AIDS PROVIDED — write for free posters and newspaper mats. 


. - - and we can say the same about. . . 
Gard:N-Beauty 


FLOWER 
BORDER 


COMPLETE WITH 
14 SLIP-IN STAKES 


50 ft. rolls, 2” x 2%" Mesh, No. 16 
gauge, 18” width. 


1818 
Prov 


GILBERT (3:3) BENNETT 


Georgetown 3, Conn. Blue Island, Ill. 


MBH fe HOt I WETH WETS {HARDWARE [CLOTH f¢ | ike INSECT SedgeNeNG | 
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dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 
Circle No, G26 on coupon, pg. 50 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A cardboard 
counter display containing 100 ft. con- 
nected coils of manila or sisal rope 
in sizes 4”, 5/16”, 36”, and 4%”. (2) A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 lbs. or 
more of rope. (3) A rope merchandis- 
er that handles seven sizes of rope— 
displays, measures, and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes 
to a master shipping carton. 


To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use. 
For more information— 

Circle No. G27 on coupon, pg. 50 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display. 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No, G28 on coupon, pg 50 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free of charge. The kit 
contains a counter card, 9” x 18” 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 

Circle No. G29 on coupon. pg. 50 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11, 
Ill., has available a pocket-size calcu- 


lator to speed and simplify aluminum 
roofing calculations. The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
rule. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 
Circle No, G30 on coupon, pg. 50 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. 
No. 00, $.90 per doz.; 2 doz. No. 0 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.; 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz.—list price 
is $16.00. For more information— 

Circle No. G31 on coupon, pg. 50 


Propulsion Engine Corp. 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 





The Sporiman's Choice 
is alu 


. .» Quality Products for Active Sales! 


“Best .. . yet competitive 
with the rest!’ 


SPORTSMEN 
of [01 @h) 3 


- 


form 
and waste. 


DELIGHTER #34 
SPORT SEAT 


e Sales record 
breaker year after 


30 YEARS OF 
CUSTOMER SATISFACTION 
AND DEALER PROFIT 


ADAMS 


Exclusive water-proofing and uni- 
thickness prevents leakage 
Your customers will 
come back for more. Special atten- 
tion given odd size cup orders. 
Advertised throughout the South and Southwest. 
Also, it will pay you to handle 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


C. F. ADAMS, Inc. 


420 South lLoke St 
Fort Worth, Texas 





yeart « Fine for 
boating, fishing 
spectator sports 
e Three hook-on 
styles e Sturdy 1° 
aluminum frame 
kapok filled seat 
e Water repellent 
No. 12 duck in red, 
green or blue 


ir the new 
IRL-A-WAY'! 
in grime... 
story man. 
OSROW PRODUCTS CO., el St., Glen Cove, N.Y. | 


Be on the lookout 
Quik-Suds 


DELIGHTER #63 SWIVEL SEAT DELIGHTER #31 
SPORT SEAT 
e@ Popular, low-cost simptli- 
fied design « Aluminum %” 
lifetime construction frame 
‘me Only in V-style all-purpose 
hook-on 


Write for complete catalog sheets: 


UNIVERSAL CONVERTING CORP. 
411 Sawyer Street, New Bedford, Mass. 


if YOU want 
Sales Action ... 
choose DELIGHTER! 








58 For more information use Handy Return Card, Page 50 SOUTHERN HARDWARE for DECEMBER, 1956 





use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 
Circle No. G32 on coupon, pg. 50 


Reynolds Metals Co., 2500 S. 3rd 
St., Louisville 1, Ky., announces that 
in order to help dealers maintain 
high sales volume of Do-It-Yourself 
Aluminum, its salesmen now can sup- 
ply free Christmas project sheets. 
Project Sheet No. 23 shows customers 
how to make Christmas mobiles and 
choir boy and girl cutouts. No. 26 
provides patterns for decorative 
candelabra, bells, stars, and a 3-foot 
Santa Claus as illustrated on Rey- 
nold’s Christmas displays and window 
streamers, If the salesman is tempo- 
rarily out of project sheets, they may 
be obtained directly from the com 
pany. For more information— 

Circle No, G33 on coupon, pg. 50 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. G34 on coupon, pg. 50 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. . 
Included is a cardboard counter dis- They're the best!—these three famous brands of seine 
wes + Ri ee ne twine. Designed to give your customers top quality in 
turn order post card for additional cotton... nylon...or a combination of synthetic fibers. 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display saaiions GOLD MEDAL NYLON FILAMENT SEINE TWINE — lasts 
and display cases are now available longer. . . resists rotting, the favorite nylon seine twine on 
from the company, direct. For more 
information— 


ee em See oe Ce OS. GOLD MEDAL COTTON SEINE TWINE— economical ... 
bought by the majority of fishermen...truly, the old reliable. 


the market. 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- ae ‘ 
nooga, Tenn., offers to dealers four NYAK SEINE TWINE—synthetic fibers carefully combined 
envelope stuffers featuring gas and to give a dependable twine...economical, too...0 big seller. 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 


added, featuring glass-lined water 

heaters. Advertising mats are also 

available. For more information— 
Circle No, G36 on coupon, pg. 50 ld Me 
Moe Light Division of Thomas In- QUALITY SEINE TWINES 


dustries, Inc., Louisville, Ky., has 
available for dealers a number of THE LINEN THREAD CO.,INC. + 418 Grand Street, Paterson 1,N. J. 
ceiling, wall and counter merchan- 
dising display deals, including a re- : Gi 60 East 42nd St. New York 17,N.¥. © 140 Federal St., Boston 10, Moss 
cessed box display unit. The lighting &, 4 Lombord & Calvert Sts., Balt. 3, Md. * 105 Moplewood Ave., Gloucester, Mass 
fixtures are displayed on peg board. ‘noe 158 W. Hubbord St., Chi. 10, Ill. » 116 New Montgomery St., Son Fron, 5, Calif 
On these deals all fixtures are in- . 
dividually packaged and are shipped 
directly to the dealer, master packed 
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SQUARESPRAY 


Famous model 433. It gets the cor- 
ners. Hookup in tandem or use to 
fertilize while you water. $2.95. 


Y WATERSPIKE 


Amazing mode! 553 
—2 way watering de- 
vice. Woters over- 
head or flip valve for 
sub-surfoce irri- 
gation directly 
te roots 

$4.90 ea. 


WATERFEEDER 


Model 954. Applicator for cortridge 

type fertilizers. Attaches easily to 

fovcet or hose. Use any wotering de- 
vice. Fertilize while 
you woter. $1.99. 


WATERFEED 


Weoter soluble 
cartridge type fer- 
tilizer. 2 formulae, 
30-10-10 and 15- 
40-10. No town 
burn. Leof feed- 
ing. Box of 20 
cartridges $1.00 or 
in bulk pack. 


PROEN 
PRODUCTS CO. 


9th & GRAYSON - BERKELEY 10+ CALIFORNIA 





Proen 





Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapat¢co 


TRACTOR SEAT CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-.CO 
HORSE COLLAR PADS SINCE 188! 
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and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information- 
Circle No. G37 on coupon, pg. 59 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, IIL, has 
available the Merchandiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No, G38 on coupon, pg. 50 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
The leaflets can be supplied imprinted 
with the dealer’s name, address and 
telephone number for use as en- 
velope stuffers. For more informa- 
tion— 

Circle No. G39 on coupon, pg. 50 


Southern Screw Co., Statesville, N 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of hea card- 
board, punched for hanging . COV- 
ers information on wood screws as 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 
counts; how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
formation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information— 

Circle No, G40 on coupon, pg. 50 


Utica-Duxbak Corp., Utica 4, N. 
Y., has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
ticon— 

Circle No. G4l on coupon, pg. 50 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a new three- 
tier revolving rack which is said to 
occupy less than one square foot of 
counter space and is 3314 inches high. 
Over 200 standard Weber assortments 
of lures and other tackle items on 


wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- 
able. A free Revolving Rack is of- 
fered for spools of “Tynex” spinning 
line and a number of display boards, 
boxes and racks are available. For 
more information 
Circle No. G42 on coupon, pg. 50 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
ment of dealer sales aids available 
for use in promoting Revere Ware 
utensils. These include a large Revere 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and 
cooperative mewspaper advertising 
program. They also have a new elec- 
tric flasher display unit available at 
a modest cost. For more informa- 
tlon— 

Circle No. G43 on coupon, pg. 50 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
dow streamers and counter cards. For 
more information— 

Circle No. G44 on coupon, pg. 50 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Roval Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 

Circle No. G45 on coupon, pg. 50 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No. G46 on coupon, pg. 50 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
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cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No, G47 on coupon, pg. 50 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red or white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 8%” x 5%”, 
two colors, two sides, describes all 
merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expenses upon presentation of 
invoice and proof of insertion and 
use. For more information— 

Circle No. G48 on coupon, pg. 50 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed @rills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 

Circle No, G49 on coupon, pg. 50 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor- 
mation— 

Circle No. G50 on coupon, pg. 50 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 





Another broken window, 


... another sale! 


Every broken window in your neighborhood can mean a 
cash sale for you if you feature the new FLETCHER handy- 
man's reglazing kit. It contains all the tools necessary to do 
the job . . . six items in all. 

With each kit is a booklet explaining in easily understood 
terms how to reglaze a sash. Anyone can do an excellent job 


with the tools contained in the kit. 


FOR THE FINAL TOUCH 
Included in the above kit is the new FLETCHER #15 Tiny 


Trimmer. It will trim the excess paint that is bound to get on 





the glass. Two blades are included, one for scraping the inside 
of a window, and the other for scraping the outside leaving a 


narrow paint sealer. 


ASK YOUR JOBBER TO SHOW YOU ALL THESE TOOLS 


THE FLETCHER-TERRY CO. 


866 SOUTH ST. FORESTVILLE, CONN. 
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Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 

Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 








New 
DOUBLE EDGE 


Sa Hack Saw 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal. Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 
blades 


For more information use Handy Return Card, Page 50 





free of charge when ordering the unit. 
Also available free of charge are 
window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No. G51 on coupon, pg. 50 


Geyer Manufacturing Co., Rock 
Falls, Ill, offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request 
For more information— 

Circle No, G52 on coupon, pg. 50 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 

Circle No. G53 on coupon, pg. 50 


Crescent Tool Co., Jamestown, N. 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them on 
special easels which will accommo- 
date either single panels or two of 
them back to back. The boards also 
may be hung on peg boards. For more 
information— 

Circle No. G54 on coupon, pg. 50 


Melnor Industries, Inc., 300 DeWitt 
Ave., Brooklyn, N. Y., offers a co- 
operative advertising plan to eligible 
dealers whereby Melnor pays 50 per- 
cent of the actual space cost of the 
dealer. The cost, however, cannot ex- 
ceed $20 for each advertisement 


placed. The space cost is paid directly 
to the dealer. The limit is six adver- 
tisements per dealer in any one 
calendar year. The company also will 
provide mats for the ads. For more 
information— 

Circle No. G55 on coupon, pg. 50 


Wen Products, Inc., Chicago 31, IIL., 
makes available to dealers colorful, 
30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sand- 
er-Polishers. Two-color folders, 35%” 
x 64%”, which illustrate and describe 
the above-mentioned products, and a 
wide assortment of glossy photos, 
electros, mats, and prepared ads also 
are offered. For more information— 

Circle No. G56 on coupon, pg. 50 


National Lock Co., Rockford, IIL, 
will supply single- and double-col- 
umn newspaper mats without charge 
to customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 

Circle No, G57 on coupon, pg. 50 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
able in any quantity upon request. A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
the store to another and which dis- 
plays six or more shovels, spades and 
scoops is made available at a small 
extra cost. For more information— 

Circle No. G58 on coupon, pg. 50 


Montague-Ocean City Manufactur- 
ing Co., “A” and Somerset Street, 
Philadelphia 34, Pa., is publishing a 
monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. For more 
information— 

Circle No. G59 on coupon, pg. 50 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
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plays with the purchase of merchan- 
dise. Two displays are the metal You Get Both — 
merchandisers for Glaswik and . : 
hate ehtti mat aay tees A complete line and increased profits... 
100-foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size—the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No. G60 on coupon, pg. 50 


McKinney Manufacturing Co.. 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 
and prospective builders, and a ‘ 
booklet designed to help in the selec- Ste nman Bu i id e rs’ 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available H a rd ware 
is an assortment of carded hardware 
complete with display rack. For more 
information— 

Circle No, G61 on coupon, pg. 50 Gensco offers you one of the largest, most 


Light Strops 


Bolens Products Division. Port complete line of builders’ hardware—pop- 


Washington, Wisconsin, currently of- = : —_ 

Sen ae Gunter: piieeien wan ee ular priced, high quality for fast volume 
terial for a colorful window display, selling. This line can be a real sales getter 
a mobile display showing company’s 
complete line of outdoor power equip- . . Sales leader for you. 


ment, a _ three-color identification 
banner with hangers illustrating the oP) For example, Gensco butt hinges are 


four lines of power equipment and : aet leas ¢ = 
ineiinainer Widentens om. on nead- Sofety Horps made in a variety of sizes and finishes 
ucts. For more information— light and heavy, regular or half surface, 


Circle No, G62 on coupon, pg. 50 Shy 
ee ball or button tips. Finishes include: dull 


Jackson Manufacturing Co., Harris- . : 
Borre! & Cellor , m 
burg, Pa., has available a 3-fold cir- ~haly w brass, polished brass, nickel, dull bronze 
cular in color, which can be used as =a and prime coat. 
counter circulars or mailing stuffers 
on its complete lawn and garden Flat a 
equipment line. These stuffers are 1 . . . 
available upon request. For more in- Ask your jobber about the hi-profit Gensco Stenman 
formation— . ’ ‘ , . ’ 
w Fees : 
Giecie Be, G88 en councn, pe. 80 Shelf Builders’ Hardware line today . . . or write us direct 





Plymouth Cordage Co., Plymouth, 
- Fi in br eei— vonize d jote—Jop d Stee 
Mass., offers dealers a wide range of a os eee 
promotional literature, colorful point- 
of-sale displays, and several rope dis- WOOD SCREWS MACHINE SCREWS AND STOVE BOLTS 
pensers. Literature includes pam- 


Bright steel, blued steel, Complete ronge of sizes in » 
phiets on use of rope on farms, on golvonized, nickel ploted bright steel, round or fot = f. 





boats and in industry. Dispensers in- ond brass in flot head, ove! heed with squore or hex 
clude the SalesRak which sells rope Seas |) eS oe 
off the spool in any length up to 300’. ~ 
The SalesMaker, available in counter & 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 

to desired length. A cardboard dis- a5 vOuR Joeee WRITE FOR PRICES 
play occupying less than two feet of m 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available G E N S co. T O O L S 

through Plymouth wholesalers. For GENERAL STEEL WAREHOUSE cCO., INC 


more information— 
Circle No. G64 on coupon, pg. 50 1806 NORTH KOSTNER AVENUE, CHICAGO 39, ILLINOIS 
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Red Giant Vises 


Milwaukee Tool & Equipment Co., 
2773 S. 29th St., Milwaukee 46, Wis 
points out the following features for 
the Red Giant Vises: accurately ma- 
chined, rugged vise screw; replace- 
able face jaws; large anvil surface; 
pipe jaws; 180° swivel, red enamel 
finish; two models, No. 807 with 4- 
inch jaws, No. 808 with 5-inch jaws 


A display holding six vises in as- 
sorted sizes is offered in three differ- 
ent deals. One of the deals offers the 
display free, based on a moderate vise 
order. It has %-inch steel legs; 
shelves built of %4-inch plywood; is 
painted red, grey and black, and 
measures 30 inches high, 24 inches 
wide, and 10 inches deep. For more 
information— 

Circle No. 336 on coupon, pg. 50 


Garden Hose Sleeves 


Heavy vinyl product identification 
sleeves now are being applied at the 
couplings of all tire-cord reinforced 
garden hose manufactured by the 
Supplex Co., Garwood, N. J., di- 
vision of American Hard Rubber Co. 

The sleeves, made of yellow vir- 
gin vinyl, are marked with the foot 
length of the hose and the Supplex 
trade mark to provide quick size 
identification for the dealer and a 
permanent identification for consum- 
ers. These sleeves will be affixed to 
the full range of tire-cord reinforced 
hose, which now comes in 7/16”, 42”, 


64 
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5g” and 34” inside diameters. All have 
reattachable couplings. For more in- 
formation— 

Circle No. 337 on coupon, pg. 50 


“Power” Measuring Tape 


A pocket-size steel tape, the 
“Power-Tape,” is introduced by Ev- 
ans Rule Co., Elizabeth, N. J. It is 
designed with a %-inch blade that 
may be returned automatically to its 
case, under fully controlled speed, 
upon pushing a button on the side 
of the case. 

Each Power-Tape is packaged in a 
transparent Tenite “Peg Board Box.” 
The box has a tongue-like projection, 
with a hole near its end, that permits 
the box to be hung from a peg board 
for display purposes. In addition, the 
box features a built-in magnifying 
lens on the lid 


a 


For more information on these new products 
= use the return free post card on page 50 


Evans is offering a Pocket Taps 
Assortment consisting of one dozen 
tapes in various sizes. The assort- 
ment contains three 6-ft., three 8-ft., 
four 10-ft., and two 12-ft. tapes. With 
the assortment, a colorful counte! 
display box is furnished free. Cost 
of the assortment to dealer is $12.40; 
retail price, $18.60 

In addition to the Pocket Tape As- 
sortment, the Power-Tape may be 
purchased in another packing which 
consists of six tapes of any one of the 
four lengths. A display box is given 
free with every packing purchased 
Retail list price of each size is: 6-ft 
$1.19 each: 8-ft., $1.39 each; 10-ft 
$1.69 each; and 12-ft., $1.98 each. 

For more information— 

Circle No. 338 on coupon, pg. 50 


Power Mowers 


Southland Mower Co., Selma, Ala., 
announces the Garden Pride, an econ- 
omy line of power mowers, which has 
a cast base aluminum construction. 


Leen. Seam 


The Garden Pride is available in 
three models with Briggs and Strat- 
ton and Clinton engines, the 18-inch 
model with a choice of 2- or 4-cycle 
engine and the 20-inch model with 
a 4-cycle engine. For more informa- 
tion— 

Circle No, 339 on coupon, pg. 50 


SOUTHERN HARDWARE for DECEMBER, 1956 





Gladding Lines for ‘57 


Lines and packagings for 1957 are 
announced by B. F. Gladding & Co., 
South Otselic, N. Y. 


A Closed-Face Reel features the 
last 20 yards dyed a bright red. It is 
put up in a vest-pocket plastic dis- 
penrer box, so designed that the 
spool, when in place, revolves on a 
peg as the angler fills his reel. 

The Spinning Invincible is nylon, 
blue in color, is packed in the dis- 
penser box, and features snap-lock 


spools which allow two spools of line 
to be snapped together, revolving as 
one on the peg in the box. 

The Headliner is a head-weighted 
trolling line that has each 10-yard 
section of line metered with a dif- 
ferent color 

The Dreadnaught solid-braided ny- 
lon casting line (shown) is in entirely 
new packages: two 50-yard spools in 
vest pocket plastic box; 12 50-yard 
spools in a compact folding self-serv- 
ice dispenser for counter or wall peg 
board; and a special dealer display 
assortment of one dozen each 12-lb., 
15-lb., 20-lb., and 25-lb. spools in an 
easel-stand self-service display pack- 
ed for reshipment by the distributor. 
Refills are available for all self- 
service displays. For more informa- 
tion— 

Circle No. 340 on coupon, pg, 50 


Gardening Power Units 


Two Planet Jr. power units intro- 
duced by S. L. Allen & Co., Inc., of 
Philadelphia, are designated as the 
Super Pianetiller and the B8G walk- 
ing tractor. 

Two soil working jobs can be done 
in one operation with the self-pro- 
pelled Super Planetiller (shown), the 
manufacturers point out. After the 
soil is tilled, the roller in the rear 
presses down the tilth in an addi 
tional preparatory step in seeding and 


fertilizing. Offset handles that can be 
set in angled positions are another 
feature of the tiller. In actual op- 
eration, the operator can walk on 
either side of the unit rather than 
having to walk directly behind it. 


The streamlined hood in the B8G 
trector fastens in the front and folds 
back like the hood on an automobile 
for easy maintenance. The extra long 
gear shift lever controls the three 
forward and one reverse speeds of 
the unit. The unit also features a 
rear and newly-designed quick front 
hitch and two power take-offs of dif- 
ferent speeds for driving tractor at 
tachments. For more information 

Circle No. 341 on coupon, pg. 50 





MR. WALLRITE DEALER 


HAVE YOU SENT THIS CARD YET? 


on vour FREE wa..iriteE DISPLAY 


, witt set UP 
sé SEND ME A 


PLEA 


Your Mail 
For details 
on the 
BIG FALL 
WALLRITE 
Selling 
Contest 


A\/\ \N \ 


Street 


THIS !S 
NOV. |: 


A WALLRITE Ol 
RACK FREE © 


wy ENTRY IN 
1956 TO DEC: > 


SPLAY- 
¢ CHARGE: 


Fleming & Sons, Inc. P.0. Box 1291 Dallas, Texas 
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ANOTHER FAST SELLER FROM BEVIN 
THE NEW t Bell 
© For the Rumpus Room 
© For the Den 
© For the Kitchen 
© For the Living Area 
© For the Sick Room 
© For the Porch 
3-inch Solid Brass Bell Lustrous Satin 
Antique Black Stand Finish. Clear, 
(Also available in Pleasing Tone 


Turquoise, Rose and Display Packaged 
Yellow) Ash Tray Base Retail $3.95 


A PROVEN BEST SELLER FROM BEVIN 
THE 


PANO 
BELL 


© Barbecue Bell © Come & Get It 
© Farm & Ranch ! 
Bell 





© Call the 
Children Bell © Camp Bell 
* 6-inch Solid Brass * Beautifully Polished 
* Pony Shoe Bracket * Display Packaged 


EVIN BROS. 
MANUFACTURING COMPANY 
East Hampton, Conn. 


Soles Representotives 
JON HM. GRAHAM & CO. tne. 105 Buane 51, New York 8, %. ¥. 








Rotary Masher 


Grooved rubber grips have been 
added to the legs of the Rotary 
Masher made available by Mouli 
Manufacturing Corp., 91 Broadway, 
Jersey City, N. J. Furthermore, the 


legs fold under the unit for storage. 

The masher has three interchange- 
able perforated grills—superfine, me- 
dium, and coarse. It is made of high 
grade steel with stain and acid resist- 
ant coating, and snaps apart for 
cleaning. 

Four sizes are available. The ML-0 
Baby Food Masher, individually 
packed in a gift box with the super- 
fine grill, retails for $1.49. ‘Three 
larger models, supplied with three 
grills, include the ML-1 Mouli Kit- 
chenettes for small families priced 
at $1.98; ML-2 Mouli Family Model 
with full two quart capacity retail- 
ing for $2.98; and the ML-4 Mouli 
Commercial Masher for larger fami- 
lies, restaurants, etc., which sells for 
$6.50. For more information— 

Circle No. 342 on coupon, pg. 50 


Grass Shear 


A grass shear with a draw-cut 
slicing action has been marketed by 
True Temper Corp., 1623 Euclid Ave., 
Cleveland 12, Ohio. The shear has 
extra long blades and wide opening 
and there is no pivot bolt. 


Identified as No, 22 Garden Club, 
the shear is light in weight and is 
built with a handy thumb catch 
which locks blades in a closed posi- 
tion. The top handle and spring hous- 
ing are finished in nickel plate; the 
bottom handle has a soft sponge 
rubber grip. The blades are heat 
treated and hollow ground to hold 
a keen edge. 

The shear is 13 inches overall, 
weighs 14 ounces, and is packed six 
in a display carton with price spot. 
For more information— 

Circle No. 343 on coupon, pg. 50 


Chain Saw 


The Nifty chain saw is announced 
by the Chain Saw Division of the 
Lancaster Pump and Manufacturing 
Co., Lancaster, Pa. 


It is a compact, lightweight saw 
with a 3-hp air cooled, 2-cycle chain 
saw engine which is equipped with 
an automatic cut-off switch. Other 
features include pistol grip throttle 
handle, chrome track guide bar, fully 
automatic oiling, rewind starter with 
nylon cord, and float type carburetor 
The saw is available with 14, 16, or 
19-inch guide bar. It comes complete 
with the 14-inch guide bar and chain 
at a price of $149.50 retail. For more 
information— 

Circle No. 344 on coupon, pg. 50 


Soil and Turf Sprayer 


A soil and turf hose sprayer spe- 
cifically designed for application for 
semi-soluble fertilizers, soil chemi- 
cals and heavy, viscous materials is 
announced by the Hayes Spray Gun 
Co., Pasadena, Calif. 


The sprayer operates on the same 
patented matering jet principle as 
the other Hages garden and lawn 
sprayers, and retails at $2.95. Is has 
larger orifices to assure non-clogging, 
rapid distribution; the quart jar 
sprays 10 gallons. For more infor- 
mation— 

Circle No, 345 on coupon, pg. 50 





<@| MARSHALLTOWN 
Ww 


MARSHALLTOWN TROWEL COMPANY - 


For more information use Handy Return Card, Page 50 


MARSHALLTOWN, IOWA 
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For 


Over 
36 Years... 


SOUTHERN HARDWARE has been a de- 
pendable guide to the wholesaler and re- 
tail hardware trade throughout the 
South. Up-to-date information on all 
phases of the hardware business found 
every month in its pages. The magazine 
has been built on a program of service to 
readers that covers: 


® WINDOW DISPLAY 

® COUNTER DISPLAY 

® STORE MODERNIZATION 
® CUSTOMER RELATIONS 


® SALES PROMOTION and 
ADVERTISING 


INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


Plus, local news about friendly people 
and their activities in the Southern hard- 
ware trade... a feature that no other 
magazine has developed so fully. Each 
of their subjects is given special atten- 
tion in its relation to the special needs 
and problems of Southern hardware men. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 5, Georgia 





MA oO "4 





| Tops in 
their field 


the only complete line 


of riding lawnmowers 


Seven years ago, MOW Cycle, built for riding 
from the ground up, introduced a new idea in lawn 
care. Now, apparently all America — including 
mister, missus and the kids — wants to ride while 
cutting the grass. And today still, MOW Cycle 
tops the field in leadership, value and sales, with 
a complete line of models to meet the needs of 
everyone from the modest home owner to the pro- 
fessional landscaper. 








MOW CYCLE 
‘24’ 


MOW CYCLE 
*CADET’ 


List 
Price 
List $219.50 
Price 
$289.50 Model ‘24’ for complete 
lawn care without walking; 
many useful attachments. MOW CYCLE 
“CADET” economy ma del for ‘ , 
a owing only. *‘PRO-6 with PRO-6 
big —— : r for professional use. jist 
MOW CYCLE All t ‘dels cut 24” swath. ES- Price 
T ATE panels - R attaches to 
ESTATE any MOW Cycle; increases $495.00 


TRAILER total an to 58”. 
- 


List 


Price $350.00 
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Musgrave Incorporated, Dept. F, Springfield, Ohio 
Please send trade information on the MOW CYCLE 
line. 


Name 

Address 

City . Zone___. State 
COMPLETE LAWN CARE WITHOUT WALKING. 


vie adn & e& Oh 
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Spiral Nail dividual plastic bags. For more in 
formation— 

The “Ardox” spiral nail is now be- Circle No, 347 on coupon, pg. 50 
ing manufactured and marketed in ‘‘SALESMAN, EXPERIENCED, for na 
the United States by Jones & Laugh- tionally advertised liz f Key Du 

c : . : 40 na advertised line o e) plicat 
lin Steel Corp., 3 Gateway Center, Hack Saw Blades ing Machines, Key Blanks, Locks and 


Locksmiths’ Supplies for the following 


WANTED 


Pittsburgh 30, Pa., under a licensing Sandvik Saw and Tool, division 
of Sandvik Steel, Inc., Fair Lawn, N. : 
; ginia, Virginia, North Carolina and Seuth 
J., announces the addition of a com- Sinead tn tumiied. anceieciied 
plete line of hack saw blades to its Gomieiice tuald, Ginn tect: ox 
list of products. The new line in- perience, references and lines carried 
cludes centerflex standard hand 
blades as well as high speed hand and KEIL LOCK CO., INC. 
power blades. All blades are made etn ae 
of high quality Swedish steel. For 
more information— 
Circle No. 348 on coupon, pg. 50 


states Western Pennsy!ivania, West V 

















CLASSIFIED 


SALES MANAGER 





BUSINESS OPPORTUNITIES Old established manufacturer builders 


FURNITURE & APPLIANCES, W. Cen hardware has opening for dynamic young 

. ia xX t M: top fr shises — . . 

agreement with The Steel Co. of Can- oS a. eee, S “teanl. came 1 man as sales manager. Must be an ex 

ada, Limited, which developed the cluding 2 trucks. Priced to sell. Dept perienced builders hardware man. Send 
. . : No. 7946 

nail and the process for producing it. pan resume about y yackground and other 


According to Jones & Laughlin, the HARDWARE STORE, 8S. E. TEXAS Lend particulars and enclose photograph of 
‘“ . ” . - : & bldg. incld. in sale, Fully equipt int 
Ardox” nail has greater holding potent. Priced right, Dept. 7986 yourself. College graduate preferred, Box 


power, is easier to drive, reduces . a SOUTHERN HARDWAR ; 
: snlitti . stn Dasa Le HARDWARE STORE, 8. ©. FLA. Xint 198 : ARDWARE, 806 
wood splitting, and costs less per nail lec. Good profits. Own must sacr. Priced Peachtree St.. N. I Atlanta 8, Georgia 


than the common nail. For more in- right. Dept, 779% 


formation— HARDWARE & APPLIANCES, Gen, Tex 

Circle No, 346 on coupon, pg. 50 as. High profits. Also freezer food plan 
& auto. Indry. Ideal loc. 100 x 150 land 
w/bldg. inel. Priced low. Dept. No. 8028 











HOME & AUTO SUPPLY STORE. N. E 


Water Ski Belt MISS. Well establ, Xint. loc. Fully equip 
ped profit picture. Dept. 8032 


Good 





The American Pad and Textile Co., HOME & AUTO SUPPLY STORE, St 
So. Was St. reenfie hi Petersburg, Fla. area. Top franchises 
ns : hington t.. Gr enfield, Ohio, Ideal loc. Unlimited potential. Priced low WANTED 
introduces the #235 Water Ski Belt Dept. No, 8034 
am Sie cm ke Pern GARDEN TOOL REP. 
for its 1957 line The Tapatco belt HARDWARE STORE— SO. WEST ARK E 
uses Kapok sealed in vinyl inserts to General hardware, also hndles. sporting ” ‘ ; : 

P Ms ‘ . “ anufacturer f g den ools 
keep the Kapok dry at all times. This goods & appliances. Good bus. loc. and irer ween 6teels = 6will 
. © * xInt. proposition. Dept. 8069 established accounts seeks Oklahoma 

construction, along with the form- - - Texas representative with allied lines who 
HARDWARE STORE: N. W. Fila. Xint * gathers sr ; 
profits in xInt loc. near 2 airbases, & calls on wholesalers and performs some 
in xint lec, near 2 airbases, & in fishing detail work. Commission basis. Protected 
resort. Priced to Sell. Dept. 8078 territory. Give full details as to expe 


HARDWARE STORE, No. Cen. Wyo rience resent lines, territory covered 
xint. profits. Establ. 60 yrs. Top fran 
chises. Compl. equip. Priced lew Dept 


No. 23629 = GARDEX, INC. 
HARDWARE STORE, So. Calif. in lead Michigan City, Indiana 


ing coastal city Xint. profits. Ideal mn 
thoroughfare loc. Compl. equip. Priced 
right. Dept. No. 23649 


RETAIL HDWRE. & BLDG. MATER- 
IALS, W. Cen. Texas. XInt. profits. Idea) 
loc. Ultra-mdrn. bldg. incl. Compl. equip 
Priced to sell. Dept. No. 23740 


PAINT & HARDWARE STORE, S&S. E 
NEW YORK. Well established business 
in good loc. Fully equipped. Good profits 
ep 216 

Dept. 43166 ad SALESMAN WANTED 
HARDWARE STORE, S. E. CONN. Lo , 
cated in shopping center. Well established AAAA rated manufacturer of quality hand 
Fully equipped. Priced right Dept. 42199 und electric tools needs aggressive sales 


ete 














PAINT STORE, Ss CONNECTICUT man with 5-7 years experience calling on 
Compl. home improvements. Fully equip 
fitting design and cotton webbing tie + i raae SE: Wes estan. Dept Southeastern territory. Ability to conduct 
tapes, allows for individual adjust —_——— 
ment HARDWARE STORE, No. E. Maine, Loe neetings and tool 
¥ é ¥ on water front. Xint. rept. since 1910 important. Mileage reimbursement for car 
The outer covering is made of a All equip. incl. High Profits Priced to Seal lis dilineds Ek duleenhs Gilets exten 
cotton material that is said to dry sell, Dept. 42264 
ickly. It comes in a bright orange 
oar. = Pm daptary e CHAS. FORD & ASSOC., INC. 
color, is lightweight, and is made in 
four sizes: small, medium, large, and 
extra large. The belt is packed in in- 


hardware and mill supply houses in 


effective wholesale and retail calls, sales 


demonstrations highly 


commensurate with experience. Send re 
seme to Box 697, SOUTHERN HARD 
WARE, 806 Peachtree St., N. E., Atlanta 
6425 Hollywood Blvd., Los Angeles, Cal. 8. Ga 
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Sling Chains 


Campbell Chain Co., York, Pa., an- 
nounces the availability of Wedglok 
connecting links with all Cam-Alloy 
Chain. The new device permits a 
sling chain user to assemble his own 
sling chain from running lengths of 
chain or to repair slings without spe- 
cial equipment. 


The Wedglok links are made by 
the Interstate Drop Forge Co. of Mil- 
waukee and are said to be as strong 
as Cam-Alloy Chain itself. 

To assemble a new unit, the manu- 
facturer states that all that is needed 
is a Campbell master ring, pear- 
shaped or oblong link; a given length 
of Cam-Alloy Chain; slip, grab or 
foundry hook; and Wedgloks to con- 
nect to the master ring or link and 
the hook. 

Campbell offers, upon request, a 
new Sling Selector that shows, in 
slide-rule form, working load lim- 
its for Cam-Alloy from %4- to 1%4- 
inch in three different types, single, 
double, and triple. The opposite side 
shows what classification of Wedg- 
lok is correct for every type of as- 
sembly. For more information— 

Circle No. 349 on coupon, pg. 50 


Wood Scrapers 


The full line of “Hook” and “Big 
Hand” scrapers, shown here, were 
retained by Red Devil Tools, Union, 
N. J., upon its recent acquisition of 
Hook Scraper Manufacturing Co. The 
Hook line of scrapers is used on 





Sell the Genuine 
BILL UPPERMAN’S 
:jile @9.¥/ 8 


FRESH or SALTWATER 
SPINNING 
TROLLING 


CASTING. 
8 Sizes 
40¢ to 90¢ 


jj ORDER 

FROM 

Wy 7 YOUR 
JOBBER 








Uy BILL UPPERMAN 
ATLANTIC CITY, a, 


send for catalog 
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woodwork requiring fine finishing, 
while the Red Devil scraper is con- 
sidered a general use tool 

The scrapers will be shipped and 
invoiced from Red Devil's main plant 
and office in Union, N. J, Red Devil's 
present sources of distribution will 


be made the sales outlets for the 


Hook line, and the full 40 percent 

dealer’s discount policy of Red Devil 

will apply. For more information— 
Circle No. 350 on coupon, pg. 50 


Padlocks 


A line of newly designed Yale pad- 
locks is introduced by the Yale Lock 
and Hardware Division of The Yale & 
Towne Manufacturing Co., White 
Plains, N. Y 

Designated as the Yale 600 pad- 
lock, the locking device is given mod- 
ern styling; is constructed with a 
solid, rustproof, aluminum-finished 
case; and has a one-quarter inch di- 
ameter steel shackle and a four disc 
tumbler mechanism 

In addition to individually keyed 
locks, the padlocks will be available 
also in sets of keyed-alike locks so 


that several can be operated with but 
a single key. The locks are packed 
six to a _ self-display carton which 
serves as a counter merchandiser. The 
suggested retail price for the Yale 600 
padlock is 75 cents each. For mors 
information— 
Circle No, 351 on coupon, pg. 50 





For information on 
CATALOGS & BULLETINS 
see page 42 











these displays will boost your sales of 
. 


GRADY WEDGES 


Transparent plastic container displays 
full assortment of most-needed sizes. 
AS DISPLAY Helps you boost 
\ sales of these extra- 

profit wedges. 


r\ ,ee 
ry > 
& s a SSS 


Attractive two-color 

card contains complete 
home assortment of five dif- 
ferent wedges in plastic bag 
12 units to a display card 


WEDGE DISPLAY 
CARD 


Combination 

display card is 

die-cut to hold 

Nos. 5 and 10 

wedges for fast 
service and impulse sales. Contains 36 
No. 5 and 24 No. 10 wedges. Also 
available: No. 5 card—36 No. 5's, No. 
10 card—24 No. 10's. 


Red Devil Grady W 


resistant, chi 
ute Oe id of ony hendle-type 





FOR EASY PROFIT, 
DISPLAY AND SELL... 


ee eeeeeeeeeee 


Perforated. Board 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 











BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 


For more information use Handy Return Card, Page 50 











Your 
SUBSCRIPTION ? 


You may have unintentionally overlooked the expiration of your subs- 
cription to SOUTHERN HARDWARE. 

However, there is still time for you to catch up with the clock and to 
keep SOUTHERN HARDWARE coming to you without a break. The mod- 
est subscription price is so small when compared with the wealth of ideas 
that you get each month in SOUTHERN HARDWARE that you can well 
understand that it is impossible for us to offer you special deals of any 

"kind. The only reason for the existence of SOUTHERN HARDWARE is the 
service that it renders to readers concerned with hardware wholesaling and 
retailing in the South and Southwest. Each month, the editors pre-select for 
you special facts and figures relating to your business and designed to 
make your reading informative: and enjoyable. 

So that we can continue to send you SOUTHERN HARDWARE, just 
return to us the order form with your remittance and we'll see to it that you 


don't miss a single issue from now on. Won't you do it today? 


W. R. C. SMITH PUBLISHING CO. 
Department SH-11 

806 Peachtree St., N. E. 

Atlanta 8, Georgia CJ Renewal Subscription 


C) New Subscription 


You may renew/enter my subscription to SOUTHERN HARDWARE for 3 years. 


Name 


P. O. Box or 
Street and No. 


City State 


Firm Position 


C) Enclosed find $2.00 [1 Send bill for $2.00 
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Well Conspire Together You and 4 


Aye . . . this is the Season for it, 

When tinsel blinds the watchful eye 

And carols drown each furtive sound, 

When hearts spring open at the lightest touch 
And all the doors to Man’s benevolence 

Are left unguarded. 


This is the time to plan our piracy, 

When Man grows heedless of his Self 

And dotes, unwarily, upon his fellow man, 
When he grows prodigal with goodness 


And lavish with his favors. 


This is the magic moment that invites 


Free entrance to our mischief. 


Craftily, we'll perpetrate our thefts— 
Embezzle every unprotected smile, 

And steal kind words from out the very air; 
Each generous gesture we shall make our spoil, 


And pilfer thoughtful actions for our own. 


Man’s mind—his inmost thoughts— 

Shall not escape our forays, as we raid 
His good intentions, firm resolves 

His every inclination toward those things 
The world holds excellent. 


And, finally ... our pillage done, 

We'll cache our priceless booty safe inside 
Our souls’ most vaulted chambers; 

Then when, at last, the Season's fled 
With all its beauty and its warmth— 


Then you and | shall reap of our conspiracy. 


Then shall we spend recklessly 
Of this, our stolen wealth ... 


And so keep Christmas with us all the year! 


4Onm CeERE 


John Deere - Moline, Illinois 


Copyright 1956 
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FACTS AND TRENDS 


> Farm Income 


In the first 9 months of 1956 farmers received about 20.2 billion dollars 
from farm marketings, a 2% increase over the corresponding period of 
last year. Receipts from livestock and products amounted to 11.8 billion 
dollars while crop receipts totaled 8.4 billion dollars. 


> Commodity Highlights 


The 1956 cotton crop, forecast at 13,268,000 bales, exceeds the 10-year 
average, but is 10% smaller than the 1955 crop... the 3,369 million 
bushel corn crop is 4% larger than last year and 9% above average. . . auc- 
tion prices for this year's crop of flue-cured tobacco have averaged 

51.7 cents per pound, about the same as last year. . . soybeans are esti- 
mated at 470 million bushels, up 27 percent from last year, anda 

whopping 85% above average . . . Rice crop is 16% under 1955. 


Farm Wage Rates 


Farm Wage Rates on October 1 were up 5% from a year earlier and were up 
6% from July 1 to a record high for this time of year. Total farm 
employment in late September showed a seasonal increase, but was still 
down from a year earlier by about 4%. 


Soil Bank 


The Department of Agriculture has reported that it has disbursed 

$159 ,653,543 in 1956 soil bank payments to farmers through October 26. 
According to reports officials are studying ways to increase total pay- 
ments per farm. 


> Prices Received 


Prices received by farmers were stable in the mid-August to mid-September 
period. Prices of commercial vegetables and potatoes dropped along with 
prices of meat animals. Dairy products, however, were up. 


Farm Production 


Total output of farm products this year may well be a record high. Cror 
output, according to October 1 estimates is close to the 1955 record. 
Production of meat animals, milk, poultry and eggs, continues to exceed 
levels of a year ago. 


Exports 


The nation’s giant surpluses of agricultural products are being shaved 
substantially. The government's export programs have helped raise 
foreign takings of these farm products about 20% in the first 9 months 
of the year. Particularly helped: rice, cotton, and wheat. 
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70 Strai 


HEN THE Neal Equipment Co., 

Lake Charles, Louisiana, 
opened for business on November 
1, 1950, the organization operated 
that first month in the black. 
Since that time the owners of this 
business have operated in the black 


wi 


atcanaaa 


Three employees man parts department 

which has annual volume of more than 

$200,000. Teletype service gives it 
direct connection with distributors 


74 


C. B. Hanna, sales manager, right, shows a prospect a new tractor in display 





room. The comp 


SRE? OEE 


y's volume in ‘55 topped $650,000. Goal is now $1,000,000 


: Sn 


coos 


Company's modern building provides parking for customers on three sides 


ght Months 
in the Black! 


every month and on September 1 
they celebrated 70 straight months 
of profitable operation despite 
drought, keen competition, and the 
problems of a buyers’ market. 

“We can’t pinpoint any one 
thing and say that has helped us 
keep our ledger free of red marks,” 
explained Fred A. Neal, president 
of the company. “If we did that 
we would have to mention every- 
thing we did over the past five 
years. However, we have a lot of 
little ideas that boosted our sales 
volume over the $650,000 mark 
for 1955 and with them we plan to 
go over the three-quarter million 
mark in 1956.” 

A big inventory of parts is con- 
sidered by the company as one of 
the most important parts of their 
entire operation. They stock one 
of the largest supplies of both 
truck and tractor parts in the en- 
tire western portion of the state. 


They have a teletype connection 
with both the district supply house, 
and the main offices in both Dallas 
and Memphis. 

“Parts are big business and we 
treat them that way,” Neal said. 
“During 1955 our parts volume 
amounted to well over $200,000. 
We like to consider parts as being 
more important than repair service 
because no matter how many 
mechanics you have, or how many 
tools you have to work with, with- 
out the part to replace the broken 
one, you can’t do a thing for your 
customer. 

“Teletype service has proven to 
be well worth the price we have to 
pay for this convenience. We find 
that it cost us very little more 
than our long distance telephone 
calls were each month. We find 
that our service is far better with 
the teletype because it eliminates 

(Continued on page 88) 
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Full line of McCORMICK® chore equipment provides year ’round 


SALES OPPORTUNITY 


Big, rugged, 
140-bu. No. 40 
pto spreader — 
heavyweight 
champ of the 
5 spreaders in 
the big McCor- 
mick line. 


10 spreader— 
45-bu., ground 
driven — ideal 
spreader for 
smaller stock 
and poultry 
farmers. 


RS 


McCormick power loaders... with 
fork, bucket, blades, tine cover, 
craneattachments. Mountsin10min- 
utes —speeds all power loading jobs. 


Riti @ @) ah. ex, 
"“Bla Rat. bid Lt 
eS =. = 


McCormick 2 
and 4-wheel 
trailers.. 
rugged farm 
wagons... big- 
capacity boxes 
and platform 
for every haul- 
ing job. 





Handy, Fast- 
Hitch platform 
carrier —speeds 
light hauling 
jobs, makes 
every Fast- 
Hitch farmer a 
sales prospect! 


f4 McCormick chore equipment for every prospect! Extensive IH chore line—to match each farm's in- 
dividual chore needs—creates sales opportunity unlimited . . . the year ’round . . . for every IH dealer! 


INTERNATIONAL HARVESTER 


Crewler ond Util 


international Harvester products pay for themselves in uvse—McCormick Farm Equipment and Farmoll T " Motor Tru 
and Power Units—General Office, Chicago 1, Illinois. 
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NRFEA 


AIN IN beneficial amounts came 

finally to Texas and the 
Southwest as delegates gathered 
for the first business session of the 
57th annual convention of the Na- 
tional Retail Farm Equipment As- 
sociation, in Dallas, Oct. 15 through 
18. 

That brightened temporarily, at 
least, an otherwise dreary picture 
for most southwestern dealers who 
have suffered six years or more 
through spotted, or no crops at all 
And, exclusive of local weather, 
there are more bright spots nation- 
ally in the future of farm equip- 
ment retailing, according to the 
principal speakers. 

However, there was the impli- 
cation of conflict between thinking 
of factories, and the future aims of 
NRFEA leadership, on one indus- 
try problem — trade-ins — in the 
addresses of President Henry F. 
Breen of NRFEA and Robert F. 
Stevenson, chairman of the execu- 
tive committee of the Farm Equip- 
ment Institute and president of 
Allis-Chalmers. 

In his address. Breen said: “It’s 
time that manufacturers should 
share this trade-in problem with 
dealers .. .” 


76 


Lyman Goes, left, newly elected 
president of the NRFEA, is con- 
gratulated by Henry F. Breen, 
retiring president. Looking on are 
Paul M. Mulliken, St. Louis, left, 
executive director; Tom Proctor, 
Fuquay Springs, N. C., right, second 
vice-president; and, top, Charles A. 
Washmon, Harlingen, Texas, first 
vice-president 


Meets in Dallas 


Previously he had dealt briefly 
with the costliness of trade-ins 
handled by dealers, pointing out 
that in many instances equipment 
accepted in trade should be junk- 
ed, rather than sold again. He 
continued: 

“Our national association has 
been working on an answer to this 
problem. It is based on a sys- 
tematic plan for junking traded-in 
farm equipment and would involve 
close cooperation between dealers 
and manufacturers. 


Before FEI Members 


“Last month I had the privilege 
of appearing before members of 
the FEI, at which time I told of the 
program and suggested to manu- 
facturers that whenever they were 
ready, representatives of our as- 
sociation would gladly meet with 
them to work out the details on 
behalf of all dealers. 

“Those details would necessarily 
require that manufacturers share 
in the losses which would be in- 
curred in junking not only trac- 
tors, but other major power ma- 
chines. Both dealers and manufac- 
turers would benefit by the ex- 


panded markets for new machines 
which such a program would 
create.” 

Breen had also said that he did 
not believe it would ever be neces- 
sary for farm equipment dealers 
to get protective legislation in 
dealing with factories, as had been 
done in the automobile industry 
where, until World War II, facto- 
ries paid a standard price for each 
traded-in “junker.”’ 

Following Breen on the pro- 
gram, Stevenson referred to the 
customary factory branch-house 
system, and said: 

“Now, I know there are irrita- 
tions connected with the system's 
operation, but I sincerely commend 
this system to you and urge you 
to devote all your energies to mak- 
ing it work better. And for good- 
ness sake, don’t look with longing 
eyes at some of the things they’re 
doing in other industries — you 
just don’t know what trouble is 
An awful lot of the things they’re 
doing in other industries wouldn't 
work at all in ours and—on close 
examination—they aren’t working 
very well in theirs, either. Re- 
member, we're a sort of grandaddy 
among industries, and that we’ve 
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State Senator George Parkhouse, rep- 
resenting Governor Alian Shivers, pre- 
sents to President Henry F. Breen cer- 
tificate of membership in Texas Rangers 


stood the test of time—together.” 

Whether Stevenson’s remarks 
were intended as a reply to Breen’s 
proposal, or were merely inciden- 
tal, was left to conclusion of the 
audience. But near the end of his 
address, Stevenson recalled that in 
Chicago, Breen’s title had been, “A 
Customer Speaks Up.” 

Stevenson added facetiously 
that Breen, “the good sport that he 
is,” agreed that in Texas “I could 
use the title, ‘A Manufacturer 
Talks Back’. 

“But I had nothing like that in 
mind,” he continued, “and, besides, 
my title, ‘Let’s Get Going — To- 
gether’, had already been as- 
signed.” 

Otherwise, both speakers found 
consolation for dealers in an era of 
adversity. Breen happily discov- 
ered among recent statistics, he 
said, that the ratio of business 
failures among farm equipment 
dealers is lowest on a list of 22 
small businesses; and Stevenson 
insisted that diligent hard work 
even in searing drought pays off 
handsomely later on. He said he 
knew, having been a blockman in 
Kansas during the drought of 1934. 

Following his advancement from 
first vice-president to president, 
Lyman J. Goes of Saginaw, Mich., 
with the subject, “Let’s Get Going 
— Where?” quoted Secretary Ezra 
Benson of the USDA as saying sci- 
entists estimate that by 1960, ma- 
chines will supply 96 percent of 
total work energy on farms. Said 
Goes: 

“Consequently, here is certainly 
one indication of where we are go- 
ing. We are going toward a goal 


Appointed a Texas Ranger President 
Breen then was adorned with a Texas 
hat and, here, receives assistance from 
C. A. Washmon in adjusting gun belt 


of 100 percent farm mechanization 
and if we are alert to opportunity 
and keep abreast of the needs of 
customers, certainly we, as dealers, 
will reap the rewards of this con- 
tinued advance in farm mechani 
zation. 

“TI am optimistic about the future 
of my own business, even though 
progress made in farm mechaniza- 
tion in the past may seem to be 
one of the causes of our present 
over production of agricultural 
commodities, yet it is the basi 
upon which 
must stand in the future.” 

Dr. Earl Butz, assistant secre- 
tary, USDA, told the convention 
that more farm equipment will be 


sound agriculture 


Clyde Tomlinson, left, is the only liv- 
ing Texas past president. C. A. 
Washmon, right, will, in the normal 
course of events, head the group in 1957 


needed in the expanding economy 
there are many gaps to be filled by 
mechanization and that new ma- 
chines are needed to eliminate the 
remaining stoop labor in agricul- 
ture. Although expenditures fo! 
farm equipment have declined 
from $2.3 billion annually in the 
Korean war era to $1.8 billion last 
year, he said it must be remem- 
bered that gains in farm income 
are recent and time is required for 
their effects to be felt 

“No business man is more close- 
ly tied to the well-being of th 
American farmer,” he continued, 
‘than is the farm equipment deal- 
er From a business standpoint 


(Contin 


ted on page 85) 


The Texas Hardware and implement Association passed out Texas grown sou- 
venirs with the help of three cowgirl models. In center is Ray Souder, execu- 
tive director of the association. At the extreme right is Mrs. E. L. Spon- 


berg, secretary, and on the 
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extreme left, is 


Winnie Doss, assistant 
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Half Their Volume 


from parts sales 


‘ALES OF parts were a whopping 
48% of total sales volume last 
year at Athens Truck & Tractor 
Co., Athens, Georgia, according to 
Walter S. Harrison, parts manager. 
In addition, though the sales of 
new equipment are up nearly 20% 
this year, parts volume is up 10% 
and should again account for a 
high percentage of total volume. 

What’s the secret of this firm’s 
successful sales of parts? How do 
they capitalize on customer needs 
to promote parts sales? 

“Our parts sales are usually 
divided between the shop where 
approximately 40% of our sales are 
made, and over the counter where 
the balance are sold,” Harrison 
said. 

“We specialize in tractor engine 
overhauls—our principal means of 
promoting part sales in our shop,” 
he said. “We like to get this type 
of job, so we advertise for it. 
Every chance we get, we advise 
the farmer to bring his tractor to 
us for a complete overhaul so that 
it will be ready to perform well 
when his crop is due. Delays are 
often expensive to the farmer; con- 
sequently, our appeal for his get- 
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ting that tractor in shape makes 
sense. Of course, we don’t refuse 
to take transmission and clutch 
jobs either. They go hand-in-hand 
with engine overhauls. In fact, 
quite often, we get that tractor for 
one of the former and end up sell- 
ing the farmer the latter job—a 
complete overhaul. 

“For over-the-counter sales, we 
promote the first echelon of main- 
tenance, those jobs which the 
farmer can do himself. For in- 
stance, changing filters, plugs, and 
points are jobs which the alert 
farmer wants to do himself; con- 
sequently, we suggest that he do 
these jobs in order to keep his 
equipment running effectively and 
to keep his maintenance expenses 
down. We, also, suggest that he 
maintain his own ignition systems 
and change his air cleaner system 
periodically. 

“We get the farmer interested in 
these jobs quite easily. During the 
last few years, dry seasons have 
raised many maintenance prob- 
lems for the farmer, because a 
lot of dust has been breathed in by 
his machines. Dust has gotten into 
the piston chambers, cutting 


Walter S. Harrison, parts man- 
ager, tries for multiple sale of 
mowing machine guards, ex- 
plaining to customer that he can 
save 10% on purchase if he 
takes box of five. Filters also are 
sold by the carton when possible 


sleeves and rings out. This friction 
has increased engine wear and 
visibly so. The farmer can see and 
understand the problem. When we 
suggest that he change filters, the 
oil, or the air cleaner frequently, 
he understands immediately how 
important these things are. He 
needs these parts and does not 
have to be pressured into buying 
them 

“We sell a lot of filters by 
demonstrating the effect of not 
changing one. For instance, we 
sold many new filters when we put 
old filters on display in our shop 


Engine overhauls are principal 

source of parts sales. Above, two 

mechanics test new piston and 
sleeve for size 


and showed them to farmers who 
came in to ask about maintenance 
or to have their equipment re- 
paired. We had each mechanic 
show the old filters—which farm- 
ers had neglected to change regu- 
larly—to our customers and the re- 
sult was wonderful. We not only 
sold one filter to a farmer, we also 
suggested and sold one or more 
spares to him. 

“Our ‘season of campaigning’ 
program is also effective for selling 
parts. During a particular time, we 
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plan a selling promotion to show 
the farmer why it is important to 
keep his points, plugs, ignition, 
carburetor, and air cleaner cleaned 
in order to reduce fuel consump- 
tion. If he keeps them in good 
shape, he will save money on fuel. 
This point is not difficult to get 
across to a farmer, either.” 

In off seasons, Athens Truck & 
Tractor Co, tries to get the farmer 
to bring his tractor in for an over- 
haul. It is a good time for the 
farmer, because he does not need 
the tractor. It is a good time for the 
dealer because the business is slow- 
er than at other times. Harrison 
picks up plus business and parts 
sales by offering free inspections of 
equipment. They offer to bring a 
tractor to the shop or to let the 
farmer bring it in, whichever is 
most convenient for the farmer 
They promise to give an accurate 
recommendation regarding the 
tractor’s condition, and the farmer 
can have the work done or pass it 
up—strictly according to the 
course he wants to follow. 


Appeals to Farmer 


“We get a good many jobs this 
way,” Harrison continued. “We 
appeal to the common sense of the 
farmer, and lately, we have had 
good results. If we tried to high 
pressure him into such an action, 
he would balk like a mule. You 
cannot high pressure a farmer. He 
usually knows when you are try- 
ing to oversell him, and he will 
usually walk out.” 

Free inspections accounted for a 
good deal of work for the shop 
when spotlighted on haybailers. 
They are a big item around Athens, 
and when Athens Truck & Tractor 
Co. offered free inspections on the 
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farm, many farmers took them up 
on it. 

“We had our best season last 
year on mowing machine guards,” 
Harrison pointed out. “Everybody 
who farms should have a mowing 
machine, and most of the farmers 
in this area do. We wanted to in- 
crease our sales of guards, so we 
bought a considerable quantity 
from our manufacturer in boxes of 
five each. We advertised that if the 
farmer bought all five in a box, we 
would pass them on to him at a 
full 10% saving. We sold dozens of 
those guards because the obvious 
saving appealed to our customers. 

“We have a lot of luck selling 
complete engine overhauls over- 
the-counter,” Harrison continued. 
“For example, whenever a farmer 
comes to the counter and asks for a 
spare part, we try to find out what 
he is doing to his equipment. If he 
wants a piston kit, we try to find 
out how long it has been since he 
has worked on this part of his 
engine. In many cases, it has been 


Cc. H. Montgomery, owner of the 
firm, and Thomson explain sav- 
ings on purchase of baler twine 
for use with hay baler. Below, 
Montgomery sells extra cans of 
hydraulic fluid to customer pur- 
chasing front-end loader. Sales of 
parts and accessories have in- 
creased 10% so far in 1956 


five or six years, If this is the case, 
we tell the man that he will get 
better and longer service if he will 
also install rod and main bearings, 
cam shaft bushings, front and rear 
main oil seals, in addition to 
sleeves and pistons. 


Principal Investment 


“Nearly two-thirds of the farm- 
ers we talk to about doing the job 
right bring their tractors into the 
shop to have the job done. Of 
course, the other one-third are of 
the type that want to get out un- 
der a tree and work on their trac- 
tors anyhow. To these men, we try 
to sell all the parts they will need 
to do a correct job. 

“Our average mark-up on spare 
parts ranges between 35 and 
40%,” Harrison said. “However, 
this is only an average. Some items 
bring only 25 to 30% and others 
bring 50%.” 

Harrison’s principal investment 

(Continued on page 87) 
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NOT THE LEAST discouraged by 
a day-long threatening overcast on 
the heels of an evening rain, a 
crowd, estimated at upward of 20,- 
000, swarmed across the 1,000-acre 
John Deere Training Farm, Deere- 
Acres, October 4, to witness the 
Farmorama, the giant field dem- 
onstration of tractors and equip- 
ment, at Monroe, Georgia. 

In spite of moderate rains dur- 
ing the previous evening, all of the 
more than 100 different field op- 
erations continued throughout the 
day. 

The Rocky Mount, North Caro- 
lina dealer flew a group of leading 
citizens to the John Deere Farmo- 
rama. Dealer John Tulloss said, 
“We didn’t bring the biggest group 
to the Farmorama but we traveled 
29,000 passenger miles. getting 
here.”’ 

No accidents were reported to 
tax the emergency facilities con- 
sisting of two first aid stations and 
a modern City of Monroe fire truck 
standing by. A special field kit- 
chen, provided by the Georgia Na- 
tional Guard unit commanded by 


John Deere's 
Georgia © 


: 


Captain Glenn Hawkins, fed a 
noon meal to hundreds of demon- 
stration workers including mem- 
bers of the National Guard Bat- 
tery, State Civil Defense Division, 
State Highway Patrol, allied 
equipment representatives, 4-H 
FFA, FHA members, Boy Scouts of 
Monroe, and John Deere em- 
ployees 

Busy ladies of Monroe church 
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Farmorama_ 


groups and clubs became pretty 
“hucksters for a day” while serv- 
ing barbecue, sandwiches, ice 
cream and soft drinks with all the 
atmosphere and gay color of a 
circus 
Monroe Chief of Police Paul 
Darby hooded all city parking me- 
ters with a “Free parking for th 
Farmorama” courtesy sign 
Continued on page 88 





NEW HOLLAND Machine Co. an- 
nounces production of two models 
of a completely new baler for the 
average-size farm. 

The Hayliner 68 has all new 
lines and a “flow-action” feed that 
measures hay against overload al- 
most as carefully as a farmer 
measures feed for his livestock. 

Spring-loaded tines, which do 
the measuring, lower gently into 
the hay, moving just the right 
amount of hay into the chamber 
to form a uniform bale slice. As 
they return for another charge, 
they spread the hay evenly 
throughout the chamber to give 
slices of even density. 

As a result, the 14 x 18-inch 
chamber turns out bales that are 
square and firm for best drying, 
handling and storing. The steel 
plunger makes 63-65 strokes per 
minute. 

The baler has a 56-inch-wide 
pickup with 24 spring teeth—four 
more than usual. The pickup is 
full-floating with spring counter- 
balance. A slip clutch on the drive 
helps control flow of hay into the 
feeder to prevent jamming and 
choking. 

The Hayliner has an improved 
knotter that the company says 
saves twine and ties bales better 
at the same time. New tension ty- 
ing and precision cam action guard 
against misses. Knotters are closer 
to the chamber for less twine slack. 
New design needles wrap the twine 
around the hay and actually hold 
it tight until the knot is ready to 
tie. According to New Holland, this 
lessens abrasive strain on the 
twine. 

A metering wheel that can be 
adjusted to make bales from 12 to 
52 inches in length is located at the 
center of the bale for greater ac- 
curacy. Hinged tension rails give 
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The Hayline 68 comes with engine or 
PTO and is New Holiend'’s second 
all-new baler this year. Earlier 
the company introduced its new self- 
propelled model. The Hayliner is 
shown here turning out square bales 
for level stacking on the wagon 


New Holland's Baler 


for Average-Size Farms 


sensitive control over density and 
weight. 

The Hayliner engine model is 
pulled by a one-plow tractor. A 
two-plow tractor is used with 
PTO. The engine model uses a 15 
horsepower Wisconsin TFD two- 
cylinder air-cooled engine, with a 
6-gallon fuel capacity. In power 
take-off the main drive is shielded 
and easily adjusts to any tractor. 
An everrunning clutch permits 


shifting tractor gears “on the go”. 

The baler rides on pneurnatic 
tires. The left wheel is 6-ply 6:4 0 
x 15; the right, 4-ply 5:00 x 15, 
and the semi-pneumatic pickup 
wheel 3:00 x 12. 

The Hayliner is compact. Over- 
all length, with bale chute up, is 
15 feet, 9 inches, It’s 6 feet, 2 
inches wide. The engine model 
stands 67 inches high; the PTO 
52 inches. 


~~ 


: - 
fs - 
‘atl Nad el 2 


Machine's 56-inch-wide floating pickup takes in larger windrows easily. Direct 
feeding handles the hay less and measures it against overload 
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A completely new spreader built for power livestock farming 


To livestock farmers, the new Allis-Chalmers No. 110 
power-driven front-end delivery Manure Spreader 
brings a new standard of efficiency in the handling 
of manure. 
In developing this product, Allis-Chalmers engi- 

neering has introduced a new concept of. . . 

® Fast, Easy Loading 

e Full Shredding Action 

e LOW Spreading Uniformity 
- - - in a PTO-driven, 110-bushel spreader that also 
includes the advantages of dependable operation and 
long life. 


Completely different in design and performance, 
the No. 110 has been exhaustively field-tested over a 
period of years and will soon be in volume production 


ALLIS -CHALMERS J 





. a welcome addition to the broad Allis-Chalmers 


farm equipment line! 


Once again, engineering leadership is placing in 


Allis-Chalmers dealers’ hands a product destined to 
bring new ease and efficiency to one of farming’s most 
necessary . . 


. and difficult .. . tasks 


ALLIS-CHALMERS, FARM EQUIPMENT DIVISION, MILWAUKEE |. WISCONSIN 


THESE COST-CUTTING 
FEATURES MODERNIZE 
MANURE HANDLING 


Fast, easy loading of 110-bushel box from 
both sides and rear. 

Full shredding action that pulverizes chunks; 
assures blanket distribution 

Forced, LOW-spread coverage, 12 feet 
wide, with 3 turbine-type slingers leaves 
no bore spots. 

Downward direction of front-end spread 
keeps both operator and machine cleaner 
One-lever spread control . .. 2 to 14 
loads per acre 

Power Take-Off Driven . . . enclosed roller 
chain drive. 


Chemically treated wood box for long life. 





Farm Equipment Manufacturers 
Promote Quality Standards 


MEMBERS OF the Farm Equip- 
ment Manufacturers Association 
who voluntarily subscribe to 10 
“Qualifying Standards” adopted by 
the association’s board of directors 
will soon be displaying decals of 
the FEMA “Seal of Quality” on 
products they manufacture. 

Farm equipment retailers and 
wholesalers in several regions of 
the United States suggested the 
program when they met with 
FEMA members last summer on 
Industry Coordinating Commit- 
tees. 

“Qualifying Standards backing 
up the Seal make it valuable,” W. 
A. Matheson, Jr., FEMA president, 
stated in announcing the new pro- 
gram. “Our members in attendance 
at our convention in early October 
so enthusiastically received an- 
nouncement of the program, we 
are assured of its adoption by a 
majority of the membership,” he 
predicted. 

Decals of the Seal will be avail- 
able to members within the next 
30 days and should begin appear- 
ing on farm machinery through- 
out the country shortly thereafter. 
FEMA members will also be al- 
lowed to reproduce the seal on 
their letterheads, sales literature 
and advertisements. 

“An examination of the qualify- 
ing standards will show that this 
is the first time in the history of 
the industry manufacturers have 
voluntarily adopted such high 
standards for themselves and their 
products. We believe the seal will 
enable farmers to buy with a new 
measure of confidence,” Matheson 
stated. 


* 


Commercial Credit Forms 
Dearborn Subsidiary 


IT IS ANNOUNCED by E. C. Ware- 


newly formed subsidiary, has ac- 
quired the receivables of the 
former Dearborn Motors Credit 
Corp. in the aggregate amount of 
approximately $65,000,000. The 
new subsidiary has been named 
Dearborn Motors Credit Corp. and 
its opefations will be carried on as 
a separate unit, specializing in the 
financing of tractors and farm 
equipment. 

The former Dearborn Motors 
Credit Corp. specialized in the 
wholesale and retail financing of 
tractors and farm machinery, ap- 
proximately 80 percent of which 
has been products of the Tractor 
and Implement Division of Ford 
Motor Co. 

The operating personnel of the 


old company will be retained and 
augmented by employees from 
subsidiaries of Commercial Credit 
Co. Plans have been made to ex- 
pand the operations of the new 
company in order to afford a fully 
integrated service for tractor and 
farm machinery distributors and 
dealers throughout the United 
States, and to that end additional 
personnel will be employed. It is 
expected that the outstanding re- 
ceivables in this class of business 
will be in excess of $100,000,000 
during 1957. This is a furtherance 
of Commercial Credit Co.’s pro- 
gram of diversification of its fi- 
nance business 


a7 


Fred A. Wirt Dies 
in South Carolina 


Frep A. Wirt, 65, who retired as 
advertising manager of the J. I 
Case Company on September 15, 
died suddenly November 6 of a 
heart attack at his home in Rock 
Hill, South Carolina. 

His first position with J. I. Case 
was as editor of the Case Eagle, a 
company magazine. In 1924 Mr 
Wirt was named advertising man- 
ager and served in that capacity 
for 32 years. After his recent re- 
tirement he moved to his farm in 
South Carolina. 

Mr. Wirt is survived by his wife, 
Louise, and his father, sister and 
brother in Kansas City, Missouri 


New Officers of the FEWA 


Shown in session are officers of the Farm Equipment Wholesalers Association 
elected at the annual meeting in Chicago: left to right, Executive Secretary Rob- 
ert L. Sh . Mi polis, Minn.; Advisor G. W. Hammons, Price Bros. Equip- 
ment, Inc., Wichita, Kan.; Immediate Past-President C. R. McMicken, B. Hayman 
Co., Inc., Los Angeles, Calif.; Second Vice-President George C. Clark, Port Huron 
Machinery Co., Des Moines, lowa; Secretary-Treasurer Earl W. Dickson, The Park- 
er Co., Denver, Colo.; President Henry C. Tharpe, Lovett & Tharpe Hardware Co., 
Inc., Dublin, Ga.; and Advisor A. D. Byerline, General Implement Distributors, Inc., 
Salt Lake City, Utah. Not present: First Vice-President R. J. Hamilton, Hamilton 
Equipment, Inc., Ephrata, Pa. 


heim, chairman of the board, and 
E. L. Grimes, president of Com- 
mercial Credit Co., Baltimore, Md., 
and Irving B. Babcock, president of 
Tractor Finance, Inc., formerly 
Dearborn Motors Credit Corp., 
Birmingham, Mich., that Com- 
mercial Credit Co., through a 
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NRFEA Meets in Dallas 


(Continued from page 76) 


it is essential for farm equipment 
dealers to be alert to any change 
in the agriculture picture. 

“Right now some heartening 
changes are taking place in the 
farm situation. The low of the 
post-war adjustment in agricul- 
tural prices and income apparently 
was passed last year. Gains since 
then have been significant.” 


Capsule Clinic 


What the official program re- 
ferred to as a “Capsule Clinic” 
proved of high interest to dealers 
and wives and played to capacity 
audiences as it consumed at least 
half of two business sessions on 
succeeding days. It was produced 
by Charles R. Frederick and Ross 
C. Shannon, professional writers 
and speakers and was presented, 
in playlet form, with the pre- 
liminary help of Don Tator of the 
NRFEA staff. 

As the theme unraveled it put 
Shannon in the role of “Mr. Down- 
anout,” a discouraged farm equip- 
ment dealer and Frederick in the 
role of a business “Doctor.” In the 
two consultations between Down- 
anout and his Doctor, thousands 
of words of dialogue were used in 
discussing the many ramifications 
of a farm equipment dealership 
and how to transform a failing 
business into one that will prosper. 

Opening note of the convention 
was the most solemn when Clyde 
Tomlinson, past president, paid 
tribute to the memory of the late 
Mrs. Paul M. Mulliken and her 
part in building NRFEA 


Other Speakers 


Other speakers were Dr. J. D. 
Grey, pastor of the First Baptist 
church of New Orleans; Alex 
Drier, NBC news commentator and 
Elmer Wheeler, sales consultant of 
Dallas. 

To serve with President Goes, 
convention delegates elected 
Charles A. Washmon, Harlingen, 
Texas, first vice-president; Tom 
Proctor, Fuquay Springs, N. C., 
second vice-president; re-elected 
Paul M. Mulliken, St. Louis, ex- 
ecutive director, and named Ear] 
G. Becker, St. Louis, secretary and 
Murrey M. Smith, Clay Center, 
Kansas, treasurer. 

Delegates were entertained by a 
bus tour of Dallas, visit to Dallas’ 
“largest fair in the Western hem- 


isphere,” Texas style barbecue and 
in factory parties before the cli- 
mactic annual banquet. Many 
planned to join an organized tou 
of Mexico after the convention. 

Registration was in excess of 
1,300. Los Angeles will be the site 
of the 1957 convention 


” 


Allis-Chalmers Sales Up 
in First Nine Months 


SALES OF 432 million dollars in 
the first nine months of 1956 as 


compared to 396.5 million dollars 
in 1955 set a new record for that 
period for Allis-Chalmers Manu- 
facturing Co., but net earnings 
after preferred stock dividend re- 
quirements were about 12% per 
cent lower for the same period, R 
S. Stevenson, president, announced 
recently 

The first nine months’ sales ex- 
ceeded those of the same period of 
1955 by 35.5 million dollars. Net 
earnings after preferred stock div- 
idend requirements were $15,204,- 
599 compared with $17,388,801 in 
that period last year. 








The new Papec “32” 


Forage Harvester is turning 


in exceptional performance records since it was introduced early this 


year, In grass, hay and corn, users report handling more tons per hour 


than with larger and heavier forage harvesters. Recently in 12 to 14 


ft. corn, a user reported his Papec put up 21 tons per hour 


The “32” has the features customers want 


3 Quick-hitch Attach 


ments—Row Crop, Direct Cut and Hay Pick-Up; Adjustable Axles; 
Patented Silage Shelf; Autorthatic Delivery Pipe Control; Side and 
Rear Feed Delivery; Adjustable Hay Pick-Up Fingers; Straight, Easy 


to-Sharpen knives 


PLUS A LOW, LOW PRICI 


Write for information on the complete line of Papec Feed Machin 


ery and the Papec Protection 
Company, Shortsville, N. Y 


PAPEC 
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Territory Contract 


FORAGE HARVESTERS 


Papec Machine 


HAY SHOPPER-SILO 
FILLORS 
FEED MIXERS 


HAMMER MILLS 





Steamcleaning 


is their 


Leading Sales Aid 


THERE IS no surer way of in- 
creasing service volume, selling 
more paint jobs and making steady 
customers for your shop than 
through steam cleaning. That is 
the opinion of Thurman Deal, own- 
er of Deal Farm Equipment Co. in 
Suffolk, Virginia, This company 
has experienced a 25% gain in 
parts and labor volume since edu- 
cating its customers to the neces- 
sity and benefits of steam clean- 
ing tractors and farm implements. 
A $650 investment in a steam 
cleaner has paid dividends in shop 
promotion alone, for customers 
who have once had their equip- 
ment steam cleaned will not go 
elsewhere. Customer satisfaction 
brings people back. 


100% Business 


“We do a 100% business in steam 
cleaning. There is not a tractor nor 
a farm machine that comes into 
this shop in need of a steam clean- 
ing that does not get one. We 
educated people to the advantages 
of steam cleaning by showing them 
before and after results of a 
steam cleaning,” said Deal who 
offers free pickup of farm equip- 
ment where a sizable amount of 
work is to be done. 

“Once they saw how much 
easier it was to discover defects, 
and thereby reduce maintenance 
costs, how much improved per- 
formance was, how it increased 
trade-in value of the tractor or 
farm machine, they insisted on a 
steamcleaning. It helped us too, 
for an engine that is clean is easier 
to work with. 

“It is easier to discover worn 
bearings or pins or universal joint, 
and gives us the reputation of be- 
ing alert and of turning out a first- 
class job. People began coming 
from miles around to have us do 
a steamcleaning job.” 

When a customer brings a trac- 
tor in, one of the four shop me- 
chanics will show him how the 
motor is covered with grease, dirt, 
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and sludge. He will take him to 
a tractor engine that has just been 
steamcleaned, and point out the 
difference. He indicates how much 
more readily worn parts can be 
detected. 

When a customer permits a 
steamcleaning, an overhaul some- 
times becomes evident, and in a 
combine, for example, this sale 
amounts to $150 - $200. Pleased 
with the efficiency of performance, 
a customer often can be sold a 
paint job. 

“Recalling what his machine was 
like before the steamcleaning and 
appreciating its smooth operation 
and results, he can see immediate- 
ly that his tractor or implement 
will be worth a lot more when it 
is traded in. He is usually so well 
pleased with results that he tells 
his neighbors. As a result we have 
become well known in this area 
for doing a thorough repair job,” 
Deal continued. 

At the end of the season Deal 
and one of his mechanics may go 
from farm to farm recommending 
equipment repair before storage 
for the following season. It is at 
this time that steamcleaning jobs 
are sold. 

Deal Farm Equipment Co. sells 
steamcleaning by personal contact 
in the field or in the shop, and 
by showing the customer how 
beneficial steamcleaning is. 


Paint Job Follows 


“It takes little salesmanship to 
follow up a steamcleaning job with 
a paint job. All a mechanic has to 
do is point out to a customer that 
a painting will keep fertilizer acids 
from getting at the metal and rust- 
ing the equipment. We even take 
a customer to our display of new 
equipment and used equipment 
that has been overhauled and 
painted, and he frequently has a 
difficult time deciding which is 
new and which is used. But it 
proves to him what a good paint 
job can do, and how worthwhile 
the investment is,”’ Deal continued. 


IH Offers Hydraulic 
Pump Attachment 


A FRONT-MOUNTED power take- 
off hydraulic pump attachment is 
announced by International Har- 
vester Co., Chicago, Ill. It is recom- 
mended for the International 300 
Utility tractor when used with 


heavy-duty industrial equipment 
such as loaders, backhoes, and hy- 
draulic motors. 

The pump attachment comes in 
either a 16 or a 23-gallon-per- 
minute size and connects directly 
into regular hydraulic system of 
the tractor. It is available either 
as a factory installation on new 
tractors or for field application on 
tractors already in use 


& 


MM to Manufacture 
Crawler Tractors 


A NEW LINE of crawler tractors 
for industry and agriculture is be- 
ing manufactured by Minneapolis- 
Moline Co., Minneapolis, Minn., 
Henry S. Reddig, senior vice-presi- 
dent of the farm equipment firm, 
announced recently. 

First of the new Minneapolis- 
Moline crawler tractors, to be 
available in early 1957, will be 
gasoline models powered by a 57 
brake horsepower engine. Diesel 
and LP gas models will follow. 

Reddig’s announcement climaxes 
a full year of intensive research at 
MM engineering laboratories and 
manufacturing plants. Following a 
survey of the firm’s production 
facilities in November 1955, E. S. 
Reddig, chairman of the board, H. 
S. Reddig, and other board mem- 
bers inaugurated plans for a wide 
range of diversification at MM. 
Particular emphasis will be given 
to new machines with wide appli- 
cations in building, industry, and 
highway construction. 
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Half Their Volume 
from Parts Sales 
(Continued from page 80) 

in spare parts is in fast-moving 
items. “You must have a sufficient 
parts inventory to cover losses in- 
curred by slower-moving items,” 
he said. “We try to maintain a 
$13,000 basic stock and turn it 
over five to six times a year. Our 
fast-moving items are approxi- 
mately 25% of this figure.” 

Though every farm equipment 
dealer has the opportunity to in- 
crease his parts sales, Harrison be- 
lieves that many of them overlook 


you show him why frequent 
changes are necessary. He can 
save money by doing this job him- 
self, and he will not have to drive 
to town so frequently for parts. 
Explaining these points to every 
farmer who comes in requires a 
type of sales persistence, but the 
resulting increase in parts volume 
will be worth the effort.” 


¢ 


McCormick Center-Drive 
Rod Weeder Introduced 


A McCormick No. 6 center-drive 


square steel rod, at a right angle 
to the direction of travel, just be- 
low the surface of the ground. 

The rod, roller chain-driven 
from both main wheels of the 
weeder, revolves in the opposite 
direction to the forward movement 
of the machine. With the rod be- 
ing pulled through the ground just 
below the surface and revolving at 
the same time, weeds are torn out 
by the roots and deposited on the 
surface, the manufacturer ex- 
plair 

The manufacturer points out 
further how this rod, supported by 
steel points that assure penetra- 
tion to the depth set for the weed- 


this opportunity by not being con- 
scious of the sales potential that rod weeder, 
parts offer. 


Athens Truck & Tractor Co. by International 


was founded by C. H. Montgomery, Chicago, III 
owner, in 1941. Harrison has been 
with the firm for the past nine 
years, and during that time, the 
firm has put particular emphasis 
on the sale of parts. 

“You cannot high-pressure a 
farmer, but you can get him to buy 
a good deal more parts by appeal- 
ing to his reason,” Harrison con- 
cluded. “He can see the logic in 
buying a package of 3 oil filters if 


available in either er, extends wider than the drive 
12- or 14-foot sizes, is introduced 
Harvester Co., nates wheel tracks The steel 
Operating principle 


wheels on the weeder and elimi- 


points are reversible for double 


of the weeder is to pull a %%-inch wear, and long, high beams and 


wide spaced wheels provide clear- 
ince for heavy trash. The center- 
drive from both wheels permits 
multiple hookups and provides for 
continuous turning of the rod on 
turns 

Through the use of special cable 
hitches, two or more rod weeders 
can be hitched to a large tractor 


for large-scale operations 





we 
hy 


~ SERVICE SHARES 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a new line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


a 


FULLY GUARANTEED 
AS TO QUALITY, 

FIT AND 

FINISH 








Accurate 
liquid fertilizer 
application- 


for 

Anhydrous 

Ammonia 

Nitrogen-Shooter Series ‘10 
features |4 ft. too! bar, roller 
chain drive, 5 spring tine 
applicators and 150 gallon tank 


a Blue trailer 

or tractor mounted 
applicator for every need. 
’ Send for new catalog. 


LUE C0. Inc. 


Huntsville, Alabama 


solutions 

aqua and mixes 
the new BLUE 
Chemi-Spreader s equipped 
with the Mode! ‘LF metering 
pump and folding 
Dribbleboor 
thoroughly 


EPENDABLE FARM EQUIPMENT SINCE 1886 


field tested 
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New Idea Adds 95-Bushel 
Manure Spreader to Line 


THE ADDITION of a new PTO 
manure spreader in the 95 bushel 
size is announced by New Idea 
Farm Equipment Co., Coldwater, 
Ohio. 

The new No. 200 spreader car- 
ries a full year guarantee and in- 
corporates most of the features 
found in New Idea’s 125 bushel 
PTO model, including the heavy 
duty power train. Like its “big 
brother,” the 95 bushel PTO 
spreader has the entire major drive 
mechanism -— throw-out clutch, 
beveled drive gears and cam-con- 
centrated inside an oil-filled dirt- 
free housing. Protecting the entire 
spreading mechanism is a torque- 
limiting, disc-type overload slip 
clutch. 

One lever controls five spread- 
ing rates and disengages the 
spreading mechanism, permitting 
the operator to unload manure on- 
to a pile and to clean out the 
spreader easily after use. The five 
feed ranges for each tractor speed 
give the operator a wide variety 
of spreading rates. 

Triple staggered blade-like teeth 
on both upper and lower cylinders 
are said to provide extremely fine 
shredding. The paddles are design- 


ed with an involute curve, a shape 


that slices through the manure as 
it is thrown, resulting in smaller 
particles of manure being spread in 
a more uniform pattern. The 10 
paddles are mounted in pairs and 
are individually replaceable with- 
out tearing down the distributor. 
The arch is slanted and out of the 
way of the hydraulic loader or 
barn cleaner and permits handling 
bigger loads without plugging. 
Full length steel flares and steel 
endgate protect against the hard 
knocks of mechanical loading. The 
box is constructed from select yel- 
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low pine that is treated with 
water repellent Penta preservative 
and then hot-painted for even 
longer rot-free life. Each board is 
double riveted to the strong steel 
frame for extra strength 

Other features include a quick, 
snap-on PTO connection, flared 
non-choking bed and a wide foot 
support that folds quickly out of 
the way into the hitch. 

o 


Deere's Farmorama 
(Continued from page 81) 


Dozens of prizes were given by 
merchants of Monroe with a grand 
prize including a 1957 side delivery 
rake awarded by John Deere. 

In the flood-lighted, circus-type 
tent, the Upper Ocmulgee River 
Soil Conservation District present- 
ed a detailed plan of the soil con- 
servation practices employed on 
the demonstration farm which had 
won a soil and water conservation 
award based upon a six-year crop 
rotation. 

In addition to the demonstration 
of such modern farming practices 
as overseeding of permanent pas- 
tures and corn combining, 1957 
tractors were demonstrated with 
trenching, pipelaying, digging, doz- 
ing and material-handling equip- 
ment. 

John Deere Plow Co. General 
Sales Manager D. G. Williamson, 
who was in charge of the demon- 
stration, said, “We are deeply in- 
debted to the good people of Mon- 
roe for their fine co-operation in 
making the Farmorama a success. 
It’s a real privilege for us to be 
able to identify our training farm, 
DeereAcres, with such a progres- 
sive and friendly town. Out of 
state visitors and folks from else- 
where in Georgia spoke highly of 
Monroe’s warm spirit of hos- 
pitality.” 


Decatur Pump Announces 
New Burks Systems 


SEVEN new factory-assembled 
Burks water systems have been 
announced by Decatur Pump Co., 
Decatur, Ill., all available for im- 
mediate delivery. These include 
systems for shallow wells, systems 
adaptable to shallow or deep wells, 
and for deep wells to 90 foot depth. 

With these seven additions, 
Burks factory-assembled systems 
are available spread through sizes 
%4 h.p., 4% hp., and % hp., with 
horizontal tanks in 4-gallon and 
17-gallon capacities and with 20- 
gallon vertical tanks. Pump capac- 
ities range up to 1,000 g.p.h. at 
20 p.s.i. Burks Super-Turbines as 
well as the newer HV-Centrifugals 
are among the seven new systems, 


all with pumps mounted on the 
tanks. 

In systems using HV-Centrifu- 
gal pumps, such as shown in the 
accompanying photograph, the en- 
tire system is finished in ap- 
pliance-white. 

* 


70 Straight Months 
in the Black! 


(Continued from page 74) 


sO many errors that we were mak 
ing with the telephone. 

“For instance, when we called 
the supply house for a rush part, 
we sometimes received the wrong 
part because when they wrote the 
part number down it was different 
from what we had said because it 
sounded different. With the tele- 
type, our part number is down in 
black and white and eliminates all 
the chances for error. Also, the 
teletype message gets to the sup- 
ply house faster because we often 
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had to wait for long periods of 
time until the operator could get 
us an open line. With the teletype, 
our message is received in the sup- 
ply house in less than 5 minutes.” 

A parts inventory is taken twice 
monthly, to make sure that there is 
an ample supply to meet any 
emergency. Three men are em- 
ployed in the department to in- 
sure customers fast service at all 
times. 

All of the company’s new trac- 
tors and new equipment is dis- 
played in a large warehouse in 
back of the main building. None of 
the equipment is exposed to the 
weather until it is sold to the cus- 
tomer. Farmers often go to the 
warehouse and look at all of the 
equipment before they go to the 
main building for more informa- 
tion. 

“We find our warehouse display 
area to be a real good selling 
idea,” said Neal. During planting 
and harvesting season especially, 
farmers only come to town during 
the week on a rainy day, or when 
they need something. The ware- 
house provides them a large dry 
area where they can meet their 
friends, and look at all the equip- 
ment on display without having to 


go out in the weather.” 

The company recently purchased 
a duplicating machine that has 
made a big hit with customers. 
When customers pay their bills 
each month, they place the copy in 
the duplicating machine and make 
the customers three or four dupli- 
cate copies. 

“We were surprised how much 
customers appreciated this little 
extra service,” explained Neal. 
“We found that customers like to 
have a copy of their bill for in- 
come tax purposes, and another 
bill to include with their yearly 
bills for operating costs. We found 
some customers who like to keep 
a separate bill on each implement 
Fully 70 percent ask for this ex- 
tra service.” 

Fast service is considered im- 
portant by the Neal company. They 
employ mechanics and four helpers 
in the shop. A fleet of eight service 
trucks are ready to go at a mo 
ment’s notice 

“We try to employ enough men 
to give customers fast service both 
in the shop and in the field,” Neal 
stated. “When we have a field 
call we try to have an extra man 
available so as not to have to pull 


one off a repair job in the shop. 
We believe this has been one rea- 
son that in almost six years of op- 
eration, we have had a big year- 
round shop volume and haven't 
had to canvass our area to find 
work for our shop men.” 

Parking space for customers is 
considered very important to the 
company. They have graded the 
entire area on three sides of the 
main building to provide parking 
space for customers. There is a 
small sign in front advising cus- 
tomers that if they can’t find room 
to drive to the large area in back 
of the shops and park. Customers 
have expressed their appreciation 
for the parking area 

“We have divided the company 
into four different departments 
and placed a manager in charge of 
each,”’ concluded Neal. “The de- 
partments are: parts, office, shop, 
and sales. These managers are kept 
on their toes to keep their em- 
ployees happy and to think up 
different ideas to give better serv- 
ice. Our 70 straight months of op- 
erating in the black, makes us feel 
we can reach the one million dollar 
sales mark in the not too distant 
future 





more farmers want Gehl 


‘and Geh!s lower price closes more deals/ 


Take a hard look at your chopper business 


Check 


these two important competitive points about Gehl 
“Chop-All” Harvesters 

Farmers know Gehl makes the best chopper 

because Gehl has built a reputation as a specialist, 

and more farmers have bought Gehl than any 
other independent make 

2. Gehl “Chop-All” is lower in price than 8 

other leading makes as proved by a recent 


survey. Isn’t this the selling combination 
you've been looking for? 
There are satisfied Gehl users living 
near every one of your prospects 
These neighbors pre-sell Gehl’s big 
capacity features Gehl’s lower 
price. Get the strongest name—get 
Gehl ‘‘Chop-All’’ and close 
more chopper deals! 


aa ee eee ee ee ee oe 
Gehl Bros. Mfg. Co., 
Dept. MM-672, West Bend, Wis 
Send me detoils of Gehi's Forage 
Profit Pian 
Send a copy of Gehl's Co-op Advertising Plan 
Have the Gehl representative call 


NEW SALES PLAN 


Gehl now gives dealers a new co-operative ! 
advertising plan, and a brand new Forage é 
Profit Plan to help get more customers started 
in chopping—with Gehl. Write today for t 
details of these plans. Clip and mail this 
coupon. 7 


Gehi Bros. Mfg. Co., West Bend, Wis., U.S.A. 


Print Nome 
Firm Name 
Address City 
Lew eeeweee eee ee oo 


State 
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New Oliver Cab Features 
Comfort and Visibility 


A NEw comfort-cab for its Super 
99 and Super 99 GM tractors was 
announced recently by The Oliver 
Corp., Chicago, Ill. Full “stand-up” 
height and panoramic visibility for 
both sitting and standing positions 
are featured. 


A sloping, full-width, full-height 
windshield is standard equipment 
and a complete selection of side 
and rear enclosures is offered— 
demountable hinged side windows, 
glass-windowed rear doors or can- 
vas rear curtains. The top is sheet 
steel covered with an insulation 
material that absorbs sound. 


. 


New Holland Announces 
Three New Mower Models 


New HOLLAND Machine Co., New 
Holland, Pa., has announced the 
production of three new models of 
mowers. 

In bringing out its fully-mount- 
ed, semi-mounted and trail-type 
mowers, New Holland now offers 
farmers full choice of the three 
types. All are adaptations of the 
same basic unit, 

The flexible line combines high 
capacity with faster, smoother and 
quieter operation. Top features are 
high maneuverability and rugged 
simplicity. 

The Model 45 (fully-mounted), 
shown here, hooks up quickly to 
tractors with three-point hookup 
or two-point “fast hitch,” without 
wrenches or other tools. A built-in 
jack stand permits hooking up or 
parking without blocking. 

The Model 44 (semi-mounted) 
lets the farmer cut square corners 
with less lost motion. Its universal 
hitch attaches to most popular 
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make tractors with only one set 
of irons. 

Most versatile member of the 
family is the Model 46 (trailing), 
which hitches and unhitches quick- 
ly with simple one-point trailer 
hitch, and offers lighter draft in 
the trail-type class. It’s complete- 
ly supported by standard 15-inch 
wheels requiring 5:00 to 6:70 
tires. 

Height of each mode] is 8’ 44%” 
in transport and 4’ 1” in operation. 
Weight of the Model 44 is 621-643 
pounds; the Model 45, 572-579 
pounds with IHC and 571 pounds 
with Ford, Ferguson and Oliver 
55; and the Model 46 weighs 693 
pounds. 


MM Elects Greenwalt 
Vice-President, Sales 


W. C. Mac FARLANE, president of 
Minneapolis-Moline Co., Minne- 
apolis, Minn., announced recently 
the promotion of Robert R. Green- 
walt, staff assistant, to the new 


Robert R. Greenwalt 


position of vice-president-sales, ef- 
fective November 1. 

Greenwalt will have full respon- 
sibility for sales, merchandising, 
service, market research, and ad- 
vertising of all the firm’s products. 

The new office of vice-president- 
sales has been created to enlarge 
the over-all scope of the existing 








CONVENTION DATES 


Carolinas, Jan. 20-27, Havana-Nassau 
Cruise, Secretary, A. A. Chappell, 210 
National Bank Bldg., Wilson, N. C. 


Deep South, Dec. 3-4, Jung Hotel, New 
Orleans, La., Secretary, John J. Craw- 
ford, 1407 Murray St., Room 206, 
Alexandria, La. 


Georgia, Dec. 3-4, Biltmore Hotel, At- 
lanta. Secretary, Joe F. Pruett, 550 
Riverside Drive, Macon, Ga. 


Mar-Del-Va, Feb. 10-12, Emerson Ho- 
tel, Baltimore, Md. Secretary, Millard 
E. Eyler, Box 285, Winchester, Va. 


Mid-South, Jan. 21-22, Hotel Peabody, 
Memphis, Tenn. Secretary, Thad 
Carraway, Chisca Hotel Bldg., Mem- 
phis. 


Mississippi Valley, Dec. 11-12, Shera- 
ton-Jefferson Hotel, St. Louis, Mo. 
Secretary, W. E. Parsons, 220 Shera- 
ton-Jefferson Hotel, St. Louis, Mo. 


Oklahoma, Feb. 3-5, Skirvin Hotel and 
State Fair Grounds, Oklahoma City, 
Okla. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City, 
Okla. 


Texas, Jan. 27-30, Shamrock Hilton 
Hotel, Houston, Texas. Secretary, Ray 
M. Souder, 1108 Gibraltar Life Bldg., 
Dallas, Tex. 


Tri-State, Feb. 10-12, Herring Hotel, 
B. 


Amarillo, Texas. Secretary, R. 
Allen, Canyon, Tex. 


Virginia, Feb. 3-4, Hotel Roanoke, 
Roanoke, Va. Secretary, David Raine, 
1103 E. Main St., Richmond, Va. 
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sales organization for closer co- 
ordination of sales, merchandising, 
service, and market research, and 
to intensify the activity of the firm 
in industrial as well as farm areas. 


* 


IH to Discontinue 
Richmond Factory 


INTERNATIONAL Harvester Co. 
has announced that it will discon- 
tinue operations permanently at its 
Richmond, Ind., farm implement 
factory in the spring of 1957. The 
announcement was made by Eu- 
gene F. Schneider, Chicago, vice- 
president in charge of the compa- 
ny’s farm implement division. 

The Richmond plant currently 
employs about 600 persons. 

Schneider said the basic situa- 
tion is that — largely as a result of 
developments of the past 10 years 
— his company now has more 
manufacturing capacity for farm 
implements than it will require in 
the future. 

” 


John Deere Plows 


New plows offered by John Deere, Mo- 
line, Hll., include the No. 810 Series 4- 
bottom integral plow shown at top. 
it has spring-trip bottoms, re-set by 
backing the tractor. The No. 77 Series 
6-bottom Truss-Frame Plow has 16-inch 
bottoms and plows an 8-foot strip 
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Ferguson Distributorship Changes Hands in Texas 


FERGUSON tractor distribution in 
the state of Texas recently changed 
hands by mutual agreement be- 
tween Farm Equipment Distribu- 
tors, Inc., Dallas, and Massey- 
Harris-Ferguson, Inc., Racine, Wis 

C. P. Milne, vice-president and 
general manager for the tractor 
company in Wisconsin, said that 
the deal provided for a complete 
purchase of inventory, equipment 
and facilities of the former dis- 
tributor, including the big modern 
office building and warehouse on 
the outskirts of Dallas 

“Because of the successful op- 
eration here in Texas as a dis- 
tributorship serving well over 100 
dealers in all but a few counties of 
Texas, we are retaining the facili- 
ties as a distributorship,” Milne 
said. A new corporation has been 
formed under the name of Tracto1 
and Equipment, Inc. It will operate 
as a wholly-owned subsidiary of 
M-H-F. 

Earl Hogge, former president of 
Farm Equipment Distributors, has 
been retained by the new corpora- 
tion as general manager. It is an- 
ticipated that distributor opera- 
tions will continue as in the past so 
that franchised Ferguson dealers as 
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well as owners of Ferguson equip- 
ment will continue to be served 
without interruption. 

In concluding final arrange- 
ments, Oxsheer Smith and S. W. 
Sibley, principals of the former 


L. J. Wolf, left, vice-president of ad- 

ministration, M-H-F, Inc., and O. Smith, 

chairman of board, Farm Equipment 
Distributors, Inc., close deal 


distributorship, explained that 
other business ventures were re- 
quiring more and more of their 
time so it seemed to the best in- 
terests of all to sell the distrib- 
utorship 
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Who can match this 


WISCONSIN_ENGINE 


SERVICE RECORD? 


At a group meeting of 650 Archer Petroleum 
Dealers, held at Omaha, Neb. on December 3, 
1954, a Model VE4 Wisconsin Heavy-Duty 
Air-Cooled Engine (Serial No. 1,362,795) 
taken from a Model 77 New Holland Baler, 
was completely disassembled and inspected 
after 4,925 Hours of service without an 
overhaul! The engine was found to be in 
excellent operating condition ...a credit 

to the owner, the engine builder, the baler | 
manufacturer and the lubricating oil which | 
had been used. 





‘WISCONSIN: 


HEAVY DUTY ~ - 


7 ENGINES > 
6 


On a basis of 4,925 

hours of service, conservatively rating 

the actual operating horsepower at 16 hp., 

the engine would have delivered 79,000 

horsepower hours of on-the-job service (working ¢ 

horsepower multiplied by hours of operation) . 

Owner Erwin W. Lenz’ affidavit confirming this 4 
record is reproduced at the right, exactly as and here is 
given, showing the number of operating hours the sworn 
this engine had delivered. 


evidence ! 


Here is tangible proof that Wisconsin Heavy- 
Duty Air-Cooled Engines live up to the trade 
mark decal which is affixed to every one of these 
engines before it leaves the factory . . . proof of 
quality construction and superior performance 
. proof that the Wisconsin Engine trade 
mark means what it says. 
For greatest satisfaction to your customers and 
the greatest good-will and profit to yourself, 
you can’t do better than sell and recommend 
Wisconsin-powered Farm Equipment and Wis- 
consin Engines. 


. Bs 

MOST ‘ 

a ym WISCONSIN MOTOR CORPORATION 

: World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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“The Rofotiller contract is a natural’’ 


says Kenneth W. Abele, Abele Farm Equipment Co. 
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sales of Rpotott 


CHARACTERISTIC of many 
letters from enthusiastic RoTrormieR 
dealers is this from Kenneth W. Abele, 
who finds Rororitter sales and profits 
going hand in hand with heavy tractor 
business. RoroTi.uer is nationally 
advertised, gives exclusive, protected 
territories, liberal, local ieaitilen 
allowances, quality merchandise that 
is priced for ready sale. All this adds 
up to year in, year out profits for 
Rorormier dealers. These are the 
reasons why the turnover in Roro- 
TILLER dealer franchises over a period 
of 26 years has been so remarkably 
small . . . why the Rorormer fran- 
chise is so desirable. If you are OUR 
kind of progressive, energetic dealer, Name 
in unallotted territory, here is a 
money-making “natural” for YOU. 


Nort ONLY do the big, independent dealers find 
ROTOTILLERS highly profitable, but Garden Equip- 
ment and Chain Saw dealers are fast learning that 
ROTOTILLERS fit in perfectly and most profitably with 
their other items. 


MAIL THIS COUPON FOR PROFIT 


GE GS Oe) 20 Be ee 
ROTOTILLER, Inc. 
Dept. M-2, Troy, N.Y. 


Please send full details of protected dealer plan. 





Address 





City 








Co. State 





SOUTHERN FARM EQUIPMENT Section for DECEMBER, 1956 





KING COTTON Th aky 


CLOTHESLINE <TR 


— OAS 
7 
This new clothesline is a real value + ‘ Me . 
It's the best grade which will really + 
sell in volume. And this is a NEW cord + -» _ 7S 


..a@ new type of construction with 


a tighter, more uniform braid which f { 

gives you a tough, heavier, more : ) 
durabie cord. te / ys | > 
Connected 50 ft. hanks of sizes 6 : : y 
and 7 are packaged in individual — — 7 —_ 
polyethylene bags; high display visi- 4 

bility for the product and complete ’ y —_ 


protection from dirt, dust and 
handling abuse. 








LY CORDAGE 


105 Duane Street * New York 8, N. Y. 


eS —_—e ee Se rere 


CLIP THIS COUPON : 
FOR FREE SAMPLE - it's 


King Cotton Cordage 


105 Duane Street 

New York 8, New York SS) 

Please send me a sample of the NEW ° * 

King Cotton Clothesline. 1} 
il 


inti — poe 





Address 


City 
My Jobber is 
I 
! - 


ES a 


SOUTHERN HARDWARE for DECEMBER, 1956 For more information use Handy Return Card, Page 50 









PLASTIC ~ 


. 
Winnow Materiais 
Sell like WO7 CAKES 4 


in Cold weatherlLs 


| ed 





> 
os 


FOR STORM DOORS AND 
PORCH ENCLOSURES 


ais FOR = sit 
‘STORM DOORS ged -)5 LURE 1 eles 


ND WINDOWS & CHEAPER THAN GLASS 
SO . .. - ¢ 
FOR LOW COST . i 
STORM WetO WS Ly as -- 5 - 
¥~™ 










AND TACK ON 


Easy To Install of JustTcuT 


FOR GARAGE, BARN, 
POULTRY AND HOG HOUSE 


WINDOWS wor... : il NATIONALLY Fastest Selling Kit 
ADVERTISED in All America! 





Transparent Plastic 
STORM 
Window 
Kir 


” PLASTIC MOULDING 
72 x 36 sweet “TH ann NAMS 
(Covers A Full Sized Window) 


Warp’s EASY-ON-KITS will help dealers 

meet and beat mail order competition Easy-On comes to you 
Backed by the most powerful advertising packed 36 to a carton 
in Warp’s history, dealers can keep the complete with colorful 
Storm Window business at home where it sales building counter dis 
belongs play and window poster 











ALL PRICES NATIONALLY 
AQVERTISED 









subject to chanas 


BACKED BY THE BIGGEST NATIONAL ADVERTISING IN WARP’S HISTORY” 
E JOBBER 


~ 
Keep a good supply of 

Warp'’s Top Quality 

Plastic Window Mate 

rials on hand through 

out the Fall selling 

season. Cash in on the 

demand created by 

s Big National 









. “ ‘<= ee? = : : Advertising starting in 
F | September 
ct z | | 
m. i cL GPT aes 


WARP BROS., CHICAGO 51, ILLINOIS 


WORLD'S LARGEST PRODUCERS OF TOP Seity PLASTIC WINDOW MATERIALS ~-_ Established 1924 











